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The 
National Office 
Moves 


The National Office of the National 
Retail Credit Association, which for 
the past five years has been located in 
the Equitable Building in St. Louis, has 
outgrown those quarters, and on Sep- 
tember 1o will move to the Plaza Olive 
Building, located at 1218 Olive Boule- 
vard in St. Louis. This is a new twelve 
story office building, adjoining the 
twenty-two story building of the Mis- 
souri Pacific Railroad, and located on 
the Municipal Plaza, around which is 
grouped all the Civic, Municipal and 
Government Buildings. 


This change gives the National Retail 
Credit Association a headquarters of 
which every member can be proud, and 
in keeping with the dignity and pro 
gress of the organization. The photo 
graph on the cover of this issue of the 
CREDIT WORLD shows the building we 
will occupy, 2200 square feet on the 


twelfth floor. 
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Us evs S ay. “The McDONALD GRAVITY-LOCK 


BINDER, under the Acid Test of 
Use, Saves 10% to 20% of 
the Pay Roll.” 


Showing rack and 
position for post- 
ing. Below---posi- 
tion for reference 


For Interested 
Banks and Business 
Firms—FREE 
24-Page Booklet 


An interesting 24-page book 

—giving full details regard- 

ing the construction and 

operation of a MCDONALD 

GRAVITY-LOCK BINDER, 

also the experiences of many _ , 

offices using this binder, will O those not familiar with the MCDONALD GRAVITY- 

pr A egy daar ok as LOCK BINDER, the speed with which it can be oper- 

Booklet No. 20. ated is not realized. In every test, this binder has defeated 
all competition in rapid opening, extracting and inserting 
leaves, and closing. This saving of time has actually en- 


abled users to save from 10% to 20% of their pay rolls. 


“QA slight pressure on the back of the binder opens it. It is 
then placed in the posting machine rack. Sheets may be ex- 
tracted or inserted with little effort. After posting has 
been completed, the binder is taken out of the rack and 
pressure on the top cover closes it. It is automatically 
GRAVITY LOCKED. All extra pins and adjustable posts, 
required by competitive binders, are eliminated. 


Why not request a demonstration? We are fully prepared to make 
good our claims, that the MCDONAI,.D GRAVITY-LOCK BINDER 
has no superior in speed or ease of operation, and that it will posi- 
tively reduce department expense. 


McDonald weir Gompany 


1809-1817 SUMMERDALE AVENUE CHICAGO, ILLINOIS 


NEW YORK BOSTON NEWARK oe FIFRA ett ST. LOUIS LOS ANGELES SAN FRANCISCO 
ASS. ae 
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“Our Telautographs” 
Did Not Function for One Full Day!! 


Says Mr. George C. Morrison, Manager of the Credit Bureau, Tolede, Ohio 





“But 
It Was Not Its Fault—Nor Because Of Poor Service!”’ 


Mr. Morrison then added: 


“Our power plant broke down to such an extent that proper power could not 
be supplied for the telautographs—and this short interruption to our service has 
made us wonder as to how we ever managed to get along before we started to use 
telautographs in our business. This is the unanimous opinion of our employees.” 


AND AT MILWAUKEE 


Mr. FreED C. KRIEGER, MANAGER, SAYS, 
UNDER DATE OF AuGusT 14, 1929: 
“You will, doubtless, be interested to know what our re-action has been toward 
the application of telautograph service between our Credit Bureau and several of 


our larger stores. 


“May I say that after one month’s experience, from the. standpoint of the 
Credit Bureau, this installation has been a very satisfactory one thus far. 


“We have found the telautograph has speeded up our service; that it has 
lessened misunderstandings, and that it has, doubtless, satisfied our members. 


“May I take this opportunity of complimenting your organization upon the 
way in which the machines have been promptly serviced.” 


AND 


St. Louis Credit Bureau System Is Increasing!!! 
Other Credit Bureaus Will Also Testify—They Are: 


KANSAS CITY, MO. DAYTON, OHIO 

DALLAS, TEXAS GRAND RAPIDS, MICH. 
AND A COMPLETE SYSTEM IS NOW BEING INSTALLED AT MINNEAPOLIS! 
MANY OTHER BUREAUS INVESTIGATING AND WILL SOON BE EQUIPPED! 


IS YOUR BUREAU GOING TO WAIT 
UNTIL AFTER ALL THE IMPORTANT BUREAUS HAVE GONE AHEAD? 
WILL YOUR BUREAU STAND STILL WHILE THE OTHERS PROGRESS? 
WE HAVE A MAN NEAR YOU—WRITE, OR WIRE US—WE WILL SEND HIM AT ONCE! 


- TELAUTOGRAPH CORPORATION 


16 West 61st St., New York City 391608 We Have 44 Branch Offices 
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EDITORIAL 





September Brings Thoughts of School 


HY stay on earth unless it be to 

grow mentally as well as physi- 
cally? To increase his store of knowl- 
edge with each succeeding year is the 
ambition of every man of vision. 


No longer is “Reading and Riting and 
Rithmetic taught to the tune of a hickory 
stick." Education which is learning and 
storing in our memories the experience 
and knowledge of others, is brought to 
our homes and our offices in a way which 
places it within the reach of all who are 
willing to give a few minutes each day 
or week to study. 


Those who have never had an opportun- 
ity to remain in school beyond grammar 
grades or those who wasted precious 
hours of their youth because they did 
not realize that knowledge is power, can 
by a little sacrifice of time acquire a 
University education. 


After a year of preparation the 
National Retail Credit Association has 
announced a course in Retail Credits, 
consisting of fifteen lectures and supple- 
mented by a text book covering every 
angle of Retail Credit granting, Col- 
lections, office detail and Sales promo- 
tion. Classes are being organized in 
every city of importance. Enrollments 


are made under the supervision of the 
National office of the N. R. C. A. a 
card record kept of each student. Exam- 
ination papers are graded by a staff of 
Credit Managers and College professors, 
and certificates as to grades made issued 
to students. 


The course is open to all men and 
women interested in Credit work whether 
members of the Association or not and in 
particular to Assistant Credit Managers, 
Bookkeepers, Clerks, etc., now employed 
in Retail stores. 


This is one of the most outstanding 
service features of the N. R. C. A. It 
has the endorsement of every prominent 
Merchant of the country because it means 
well educated Credit Men and women 
to handle this most important feature of 
the nation’s commerce. 


We urge all members of the N. R. C. A. 
to encourage the immediate formation 
of classes. Secure at once a supply of 
enrollment cards and complete informa- 
tion from the National Retail Credit 
Association, St. Louis, Mo. 


~ 
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Credit Situation 


As Regards 
Retail Accounts 


Address delivered before the Texas Retail Dry Goods Association afternoon of May 7, 1929, Baker Hotel, Dallas, Texas 


By E. P. SIMMONS 


Vice-President Sanger Bros., Inc., Dallas, Texas 


OME of you no doubt wonder why I was invited to 
say something about the Credit situation. It is 
because Mr. W. A. Green, long ago, came to the 

conclusion that prompt collection of accounts is a hobby 
of mine and perhaps it does appear that way to him, be- 
cause I have been advocating for Dallas a monthly col- 
lection percentage on out-standing open unsecured ac- 
counts of at least 50%. In working up the details for 
this talk, I made a number of inquiries—the questions 
asked are as follows: 


1—How will the figures on collection percentages of 


furnished by our own Federal Reserve Bank of Dallas— 
the 11th Federal Reserve District. 

I do not believe there is a Retailer here who is satis- 
fied to rate lower than the Retailers in Districts such 
as Cleveland, Chicago, St. Louis, Minneapolis or Kansas 
City, or any other cities. 

The State of Texas ranks very high in many things— 
so why should the Retailers be so backward in a matter 
so important as the prompt collection of accounts. We 
should rank along side, if not ahead, of the very best of 
them instead of being down the list next to or beneath 




















the retail mer- such districts as 
yey of Atlanta and Rich- 
sa Pee DEPARTMENT STORE COLLECTIONS mond. In popula- 
roo ig Sse THE RATIO OF COLLECTIONS DURING THE MONTH TO tion Texas ranks 
pg ater OUTSTANDING ACCOUNTS AT THE FIRST OF THE MONTH Sth—first in agri- 
in the other ss sg £4 2+ sed cultural production 
states in the $-3 ENF ES G gut G>2 7% —first in oil pro- 
East, the Cen- ~— Ame 428 4 2 a 8 ad as fucti I total 
tral and the « 4 = ~ = duction. n ota 
West ? January 45.3 525 42.0 39.9 299 35.8 42.8 45.4 wealth Texas ranks 
February 496 46.7 370 375 275 354 40.2 41.4 er 
2—Has the busi- | March 46.6 506 380 37.0 28.0 37.4 41.6 43.0 10th. This indicates 
alae eat April 46.5 484 37.0 36.7 27.1 334 403 43.3 clearly that we 
we I May 50.8 49.6 39.0 38.7 288 33.7 403 44.1 Ae tceen of 
fession of Re- | June 508 49.7 380 380 285 31.9 41.2 44.2 could have a better 
tail Credit July 48.3 45.1 360 356 27.3 31.6 38.9 41.6 credit situation 
granting kept August 446 413 340 343 245 305 35.9 39.0 , ‘ 
pace with the | September 40.8 44.9 34.0 33.2 245 20.0 37.5 38.8 than most any 
general prog October 486 49.9 39.0 380 289 33.1 416 448 other State, if we 
7. oe November 51.2 47.6 39.0 39.1 23.7 33.3 40.8 45.7 : 
ress made in | December 50.0 456 390 39.0 289 32.8 403 44.7 would only set out 
the activities with the necessary 
of all industry 2 > determination to 
P . . & g & 0 S 2 o3 , , 
and commerce c.8 tes Cad >. xs bring it about. 
during the > 8 = 8 6372 o ga N ’ 
past five or 1928 iy mapa? iia _— os to ques- 
years ? tion number two: 
“ee January 32.4 41.3 363 cth 32.9 28.19 = iin ae al 
3—What in vour February 62.4 39.7 36.1 10th 33.1 44.3 34.51 —rias the usi- 
’ ea naag March 52.7 40.3 36.3 11th 33.7 47.0 34.92 ness or profession of 
opinion is the | April 51.9 408 363 10th 33.7 45.5 34.36 Retail Credit grant- 
most outstand- May . 50.9 41.7 35.9 10th 31.5 47.4 27.60 ing kept pace with 
ing obstacle June 52.3 42.6 36.1 10th 32.9 46.2 36.01 the general progress 
sow in the Pais eer ee eR meg Pao 
, mare . ¥ . : . : ties of all industry 
way of better | Sep‘ember 47.3 395 365 sth 229 45.3 37.51 sail aiatiicen ae 
and safer Re- | October 51.1 438 38.8 oth 37.2 48.3 44.84 woe a § 
tail Credit | November 50.5 43.7 39.4 8th 379 46.2 45.76 ms «allege 
granting and December 54.2 43.5 37.3 10th 32.4 45.6 42.95 - a A F 
better, more It is to be noted that the 11th Federal Rese~ve District has ats see — nak 
prompt retail a low ranking and that the city of Dallas ranks even lower. the Dallas District 
collections ? shows : 
Sa wits : he ff ; DEPARTMENT STORE COLLECTIONS 
INOW answ y - < ° . 
mmowering the Sret quemion : llth Federal Reserve District 
1923 1925 1928 
1—How will the figures on collection percentages of JAMUATY ~-------nnneneeeeeneneeeecneeeneeeseenneess 41.6 42.6 36.3 
the retail merchants of Texas compare with th + son euererrammmarrmen ee by oe. 
: Ps eee pe ORO es 40.4 40.9 36.3 
same figures of merchants in the other states in the April 36.9 41.6 36.3 
East, the Central and the West? BIE nascnnquicrinctienses ...39.3 40.3 35.9 
LES RTE 41.8 36.1 
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great game of retailing, they have a poor rank as re- October .......-...-----.cce-seseeceeeeseeneeeneee 39.9 42.1 38.8 
i lecti . II ecciecininnsctisesiiiaaiiliciaitil 40.3 38.7 x 39.4 x 
gards collecting their accounts promptly. These figures pecember 40.6 39.3 37.3 
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Every single month of the year 1928 shows a lower 
collection percentage on outstanding accounts than in 
1923—five years ago—surely not a good sign of progress 
—on the contrary, a very definite back turn. 

Let’s see how 1925 compares with 1928. The figures 
show only two months in 1928 were better than 1925. A 
very definite proof of worse collections and lack of prog- 
ress in a matter that is so vital in sound successful retail- 
ing. 

Let’s now see how the Boston district shows: 


DEPARTMENT STORE COLLECTIONS 
Ist Federal Reserve District (Boston) 


1923 1925 1928 
IN 15 5.08, toc ee 48.6 52.1 4553 WW 
eee ies 46.1 47.8 496 BB 
RS SCSEESSR ET es: sd 48.6 46.6 WW 
| en aa NOSED! 48.2 50.7 46.5 W W 
| Se seer eae 49.3 | 50.8 B W 
ERAS REA eee eee 49.5 51.6 50.8 B W 
EE Oe era 47.9 50.9 483 B W 
EE Ta: 44.8 44.8 446 WW 
ee 43.1 43.9 40.8 W W 
II 85s dcte ccnitabiicalesicnccdl 49.5 51.1 48.6 W W 
ETRE L: 48.8 51.3 512 B W 
ERONONINOP § coo 50.0 48.6 50.0 B B 


1928 compared with 1923 shows six months with bet- 
ter collection percentages and six months with lower 
collection percentages. 

1928 compared with 1925 shows two better and 10 
lower. 

How about the Chicago District? 


DEPARTMFNT STORE COLLECTIONS 
7th Federal Reserve District (Chicago) 


1923 1925 1928 
Re En, ee 477 46.2 428 WW 
ere. 45.2 40.6 40.2 WW 
Sac ae See 48.0 43.0 41.6 WW 
Pe eee 45:1 44.0 40.3 W W 
RR Ss eee eet a 47.3 45.7 40.3 W W 
SNC ee eis Ee 46.3 44.5 41.2 WW 
I cca pnckcsecacnsinnsctaeonectarcede 42.2 41.2 38.9 WW 
SSE eeerne se oe 40.8 38.6 38.9 W W 
PIN east ccassscsnvacenctiedl 43.0 40.4 37.5 WW 
fo” PSS eee eae, 47.9 45.5 41.6 WW 
EEE MCT 45.6 42.8 408 WW 
a ee EE: 45.0 42.9 40.3 WW 


1928 compared with 1923 shows every single month 
of the year lower for 1928. 

1928 compared with 1925 shows every single month 
of the year of 1928 lower than 1925. I think we can 
catch Chicago if they don’t show something better. 

How about Kansas City? 


DEPARTMENT STORE COLLECTIONS 
10th Federal Reserve District (Kansas City) 


1923 1925 1928 

| ee ee ee 48.3 48.1 41.3 W W 
ont EE ALT 46.5 41.7 39.7 WW 
I a nena Saati 47.2 41.8 40.3 WW 
aE TPR REALL O 44.8 44.1 40.8 WW 
|_| EPs See! 45.4 41.8 41.7 WW 
| PETE Ee ET 45.0 42.7 426 WW 
gg EE ee ee 45.2 41.0 412 W B 
ELI eT 41.4 39.6 40.4 W B 
aR 41.9 40.4 39.5 WW 
Petes: 48.1 45.6 43.8 WW 
BIE, exssigenonnnnsorbecipecbicl 47.2 42.3 43.7 W B 
Decseee, 2... 478 43.5 43.5 W 





1928 compared with 1923 shows every single month 
lower for 1928. 


1928 compared with 1925 shows 8 months lower than 
1925—three months better and one month the same. 
What about San Francisco? 
DEPARTMENT STORE COLLECTIONS 
12th Federal Reserve District (San Francisco) 


1923 1925 1928 
January .... shag xa 47.3 
February 44.3 
ORs . 47.0 
OO) FLARES TREES: “So ane dre 200, ae em 43.3 45.5 B 
EEE DOES Bert Sewe gh eee 44.6 47.4 B 
eee Oe 43.9 46.2 B 
July ieibdvaiabtienssianaaciaen 42.5 45.0 B 
pe SR ert 43.3 45.1 B 
September ................ 43.6 45.3 B 
i aes paren SS 47.4 48.3 B 
MI» 5 isnaccocnckaveiéutusnes 47.3 46.2 
December ..................... 41.6 45.6 B 


Other Districts are not shown because the figures are 
not available. 

From the figures available it is shown that the business 
or profession of retail credit granting as far as open un- 
secured accounts are concerned has not kept pace with 
the general progress of industry and commerce. 

We have credit bureaus and on the whole we are bet- 
ter organized, but we are not keeping up with the collec- 
tions because of lack of cooperation—which is covered 
in the next question and answer. 

Question 3—What in your opinion is the most out- 
standing obstacle now in the way of better and safer 
retail credit granting and better and more prompt retail 
collections ? 

1—Beyond any question of doubt the greatest single 

obstacle is lack of community cooperation among 
merchants. 

2—The next greatest obstacle is the fact that many mer- 

chants have no definite standard set terms for their 
charge accounts. Then, many of them have definite 
terms, but will not permit their credit men to enforce 
them. 

Now getting back to the chief obstacle—lack of eo™- 
munity cooperation among merchants. It seems to me 
that such a thing could be brought about if merchants or 
heads of stores would give this problem some time and 
study and have the desire to bring about more coopera- 
tion, especially when it is for the betterment of retail 
Supposing in Dallas, for example, the mer- 
chants would agree that the terms on open unsecured 
accounts would be thirty days, and that any accounts that 
were delinquent on the 26th of the month in which it 
was due would be automatically stopped until paid, and 
the other merchants cooperating would also stop charges 
until the first merchant’s account was settled. If such 
cooperation were in effect it would soon put the opera- 
tions of your credit office on a very smooth basis and we 
would have a collection percentage on accounts that could 
be compared with any city anywhere. I think all of us 
will admit that the credit men would work the details of 
such a plan out if the head of the business would only 
back them up. 


business. 
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It is time for merchants all over the country to con- 
sider the general public’s attitude towards retail obliga- 
tions. From inquiries made it seems that the public’s 
attitude toward promptly meeting a retail obligation is 
becoming very indifferent. I think the same trend of 
thought is taking hold that makes for such lack of respect 
of the laws of the land. Now, this is much more serious 
than any of us can realize without a great amount of 
study and thought. The 


and mind to the progress of his business to decide abso- 
lutely on credit based on facts. 


“In many of the leading cities today the credit board has 
taken over the collection and the financing of people who 
have become involved and has made it possible for these un- 
fortunate individuals to pay up. 

“This answers your question about more prompt retail 
collections. In my humble opinion since the advent of this 
bureau with the retail merchants board, retail accounts have 
kept pace with the general progress made in the activities 

of all industry and commerce 





very fact that there are so 


during the past ten years.” 





many lawless elements and 
so many laws that are be- 
ing flagrantly violated or 
not properly enforced, is 
bringing about a fast loos- 
ening of our structure as a 
people and this loosening 
up is becoming apparent in 
the paying of retail obliga- 
tions promptly and is going 
to become rapidly worse un- 
less the merchants correct 
it. Credit is a privilege that 





Legislative Committee Active 


James R. Hewitt, Credit Manager of The Hub, 
Baltimore, Md., who is Chairman of the Legisla- 
tive Committee of the N. R. C. A. has had a num- 


ber of Conferences with R. Preston Shealey, the 


Washington representative of the N. R. C. A. pre- 


paring a recommendation for presentation to Con- 
gress, calling for much needed Amendments to the 


Bankruptcy law so as to protect the Retailer. 


Reply from Mr. James R. 
Heuntt, President, National 
Retail Credit Association 
and Credit Manager, The 
Hub, Baltimore, Maryland. 
“Replying to your telegram, 

I will endeavor to answer 

your questions in the order 

in which they were stated. 

“*What in your opinion is 
the most outstanding obstacle 
now in the way of better and 
safer Retail Credit?’ It is 
my opinion that in a great 
many instances a retail mer- 
chant in his eagerness for 
volume sells credit terms in- 

















should not be abused and 
any great abuse is going to ruin the whole scheme of 
things and keep the American people from continuing 
on the great road of progress. 

The following telegram was sent to some of the most 
outstanding business men of America and their replies 
follow in alphabetical order of associations and firms 
represented : 


“On May 7th, I have the privilege of addressing the Texas 
Retail Dry Goods Association on the credit situation as re- 
gards retail accounts. In planning the address would like 
to have from you a brief statement in the form of a letter 
or wire saying what, in your opinion, is the most outstand- 
ing obstacle now in the way of better and safer retail credit 
granting and better and more prompt retail collections. Also 
advise whether the business or profession of retail credit 
granting and collecting of retail accounts has, in your 
opinion, kept pace with the general progress made in the 
activities of all industry and commerce during the past 
ten years. Will greatly appreciate having the above and 
any other points which you can give to help me make my 
address interesting.” 


Reply from Mr. Alfred B. Koch, President, National Retail 
Dry Goods Association and President LaSalle Koch 
Company, Toledo, Ohio. 

“The most outstanding obstacle in the way of better and 
safer retail credit was the fact that in the years gone by 
credit was based on what a man was worth and not on how 
he paid his bills. In addition, the credit rating books were 
privately owned and created further obstacles to good, fair 
credit information. In most of our leading cities today the 
merchants’ retail boards have bought out these book rating 
companies and*have made them a part of our retail credit 
board. In Toledo all stores have direct trunk lines to our 
credit information service as well as tel-autograph service 
where prompt information is given to all members regard- 
ing the method and practice of the individual concerned in 
the payment of bills. The membership is not limited to de- 
partment stores and specialty stores but in communities who 
have had a great deal of vision, they have included in this 
membership doctors, coal dealers, bankers, grocers, etc. 

“In the past another one of the greatest obstacles was that 
the owner or a partner of a store was usually at the head of 
his own credit department which I think is the greatest 
liability any store can have. He is too close both in heart 


stead of merchandise. The 
lack of a credit community 
policy is responsible for this condition, and when merchants 
realize the benefit made in their business approved from 
sales of merchandise rather than credit conditions will be 
materially improved. 

“Better and more prompt collections will result only when 
competition in the extension of credit, especially as applied 
aa is removed and a definite collection policy estab- 
ished. 

“The best evidence of both established terms and a credit 
community policy, which as a matter of fact covers the first 
idea, is illustrated in the collection percentages of Minne- 
apolis, Minn. In that city the merchants have a very definite 
credit policy requiring the liquidation of open accounts by 
the 15th of the following month, and in cases where such 
settlement is not made the Clearing House is so advised 
and credit is automatically suspended throughout the city. 
This has resulted in the highest collection percentages of 
any community in the country and affords ample proof of 
what can be done in every city where a definite credit 
policy prevails. ! 

“Credit is to the retail business what gas is to the automo- 
bile. As you know there is good and bad gas. No matter 
how good the car, it will not run properly on bad gas. No 
matter how wealthy the store it will not function properly 
on the improper extension of credit. 

“T would estimate of the sixty to sixty-five billions of retail 
sales between 65 and 75% is done on credit which proves 
the retail merchants realize the part credit plays in the con- 
duct of their business, and among the larger stores through- 
out the country the extension of credit has kept pace with 
the general progress of business. 

“T am thoroughly convinced that with the adoption of a 
sane credit policy in any community retail credit will be 
properly and economically extended, and will prove both 
beneficial to the merchant and to the purchasing public. 

“Installment selling has also proven its worth in supplying 
the buying public necessities of the day, which might have 
been considered as luxuries ten years ago. 

“Installment credit handled in a proper and intelligent 
manner is a very valuable addition to our credit structure, 
and the smart merchant realizing this, is taking advantage 
of the opportunity not only to increase his sales volume, 
but also for production. 

“The danger in installment selling is that of permitting 
the buying public to hypothecate their earning capacity too 
far ahead without making proper provision for emergencies. 

(Continued next month.) 
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Store Mutual Protective 


Association Department 


By W. H. Jenkins 


St. Louis, Mo. 


HE protection of retail merchants against the dep- 
redation of thieves and swindlers of all kinds 
is rapidly becoming a science. In the old days the 

Retail Merchant either depended on the alertness of the 
floorman, section manager, or salespeople for protection 
against thieves. We conceive however, that in those days 
the depredations against the Retail Merchants were com- 
paratively few and crude. The first development along 
the lines of protection was the House Detective, usually 
a man with “detective” showing all over him, big, heavy 
soled shoes, mustache, derby hat, and a cigar in his 
mouth. He was as readily located or “cased” by the 
thief, as if he had been carrying a bell. As a deterrent 
against the thief, he was good only to frighten the ama- 
teur. Quite often he was, what is known among thieves, 
as a wise-cracker, meaning “approachable for a deal.” 
Then came the woman House Detective, who was usu- 
ally recruited from the sales force, and who had shown 
an aptitude in her daily work for detecting shoplifters. 
These women, often with no training at all, were turned 
loose in the store with instructions to watch for shop- 
lifters, and did apprehend some, though the danger of 


damage suits for their employers, for false arrests, was 


a very real one. 

The next development was the placing of the protec- 
tion of the store, usually department stores, under the 
direct supervision of one man, who bore the title of Su- 
perintendent of Protection. This man was a highly 
trained and efficient investigator, and thief catcher. He 


trained his own women, for it had been determined that 
the amateur detective was more dangerous to the store 
than the shoplifter, so that it was necessary to place 
trained operatives at this work, and this was done. It 
was also found that women house detectives are far su- 
perior to men, though a man should be in charge. 

In the meantime there had been a rapid improvement 
in the methods of the thieves themselves. Local shop- 
lifters organized themselves into bands, and operated 
according to schedule, providing themselves with a mar- 
ket for their stolen merchandise, and often soliciting 
orders for coats, suits and dresses, lingerie, hosiery, men’s 
clothing, etc. It is a deplorable fact, but it is a fact, that 
a large percentage of the so-called honest people of our 
small world will succumb to a temptation to buy stolen 
merchandise. The old desire to get something for noth- 
ing, or practically nothing, is the passion which is re- 
sponsible for that situation. 

The business of stealing from the Retail Merchant 
became a recognized industry among the thieves, and fol- 
lows closely the specializing by thieves in their activities, 
the systematizing of their work, and the creating of or- 
ganized bands or “mobs,” who travel from town to town 
and city to city, during the proper seasons, specializing 
in their particular branch of the business. These mobs 
usually consist of from 2 to 3 or 4 women and one man. 
The man is the crew manager, and before he starts out 
from his headquarters with the crew of thieves, whose 
headquarters may be in Chicago, Toledo, Boston, New 


Top, LEFT TO RIGHT: E. M. MiLtison, BALTIMORE; Howarp Epwarps, Detroit; Leo WeLcH, AKRON. 
SEATED, LEFT TO RIGHT: Louis H. Lerr, PirtspurcH, Pa.; W. H. Jenxins, St. Louis, Mo.; V. D. Youne, 
ATLANTA. Executive Boarp NATIONAL ORGANIZATION Stores MuTuAL Protection ASSOCIATION. 
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York, Philadelphia, or elsewhere, he has outlined to him, 
by his backer, a list of merchandise, which is most sale- 
able (if it is a fur mob, the list will consist of the kinds 
of fur coats, size, description, etc.). His route is laid 
out for him, the Hotel or boarding house, where he is to 
stop in the various cities on his route, the name of an 
attorney, or “mouth piece,” to whom he is to appeal in 
case of an arrest, the names of any law enforcement of- 
ficer in that town, who may be approachable for a deal, 
the name of the bondsman who is to be used in case of 
an arrest, so that all the safeguards of which human in- 
genuity can conceive are thrown about the person of the 
thief. The position of the fur department in the vari- 
ous stores, which stores are easily attacked because of 
insufficient protection, time tables of interurban lines, 
bus lines, rail lines, etc., for a quick and easy get away. 

A member of the mob is stationed near the store about 
to be worked, in an automobile, and the moment that 
the furs are stolen they take them to this car and turn 
them over to the driver of the car, who leaves the vicinity 
at once. If the shoplifters are later found on the street 
and searched, there is nothing on them. If their rooms 
in a Hotel where they are stopping are located and 
searched, there is nothing there, because the confederate 
with the machine is stopping at a different Hotel or 
boarding house than the rest of the mob. He does not 
travel with the mob, nor is he seen with them except at 
the point of contact mentioned above. More will be said 
about this particular matter at some future date at which 
time I want to quote Mr. Louis H. Leff of Pittsburgh, 
Pa. 

The object now is simply to state the fact that organ- 
ized thievery against the stores of Retail Merchants, is 
a fact and that fur mobs, silk mobs, dress mobs, jewelry 
mobs, all adhering strictly to their own special line, travel 
throughout the cities of this country during the seasonal 
shopping time, and reap a rich harvest from the Retail 
Merchants’ stock of merchandise. 

The Retail Merchant has also constantly with him the 
dishonest employee, who is an extremely costly liability. 
Mr. Paul Baker, a well known store executive, once ex- 
pressed the opinion that one dishonest employee is more 
costly to the store than five shoplifters, and I believe that 
to be correct. The dishonest employee may be a buyer, 
assistant buyer, section manager, salesperson, elevator 
operator, porter, detective, delivery man, or any other 
walk in life of an employee of the store. Their chances 
for stealing are far in excess of those of the casual shop- 
lifter, though they do not become so adept. 

We then have the bad check operator, insufficient 
funds check, worthless checks, forgeries, no accounts, 
and all of the other numerous ways of swindling Mr. 
Merchant. The loss here is millions of dollars yearly. 

Next in line, but not least in importance by any means, 
is the charge account swindler. Beyond any doubt this 
is the growing menace to the Retail Merchant. The 
charge account swindler is increasing by leaps and 
bounds, mostly because of the innate decency of the 
merchant. The merchant who hesitates to prosecute a 





Miss Helen I. Croul Dead 


Miss Helen I. Croul, Secretary and Manager of the 
Davenport Rating Association of Davenport, Iowa, 
passed away on July 31. 


Miss Croul was one of the outstanding women Credit 
Bureau Managers of the country and had built the Dav- 
enport Association to a high point of efficiency. 


For years she had been an enthusiastic worker in the 
National and was a familiar figure at the Conferences 
and Conventions, serving on many important Com- 
mittees. 











young girl, or young woman, or young man, or a woman 
with a family, and to take the position of prosecuting 
them for merchandise purchased on the account of some 
other customer, throwing themselves open to the charge 
that they are prosecuting some poor working girl who is 
trying to get along, or to break up a home of a hereto- 
fore happy family, or to ruin the character of a young 
man, or a young woman, thus robbing them of a good 
name, so then the merchant tells them to go their way 
and sin no more. They immediately return to the store 
with a new list of names on which to buy. 

In addition to and aside from these parasites who prey 
on the merchant, we have the damage suit crank, who is 
continuously on the lookout for a chance to slam a dam- 
age suit against the store for any reason whatever, or for 
no reason at all. 

Our law makers, being lawyers themselves, have so 
arranged our laws that anybody can sue anybody, for 
anything, at anytime, so that we have the apparent cus- 
tomer who falls on the stairway, or slips on the grating, 
or is insulted by some clerk, or other employee, or who 
gets a finger smashed in an elevator door, or many of the 
other thousands of imaginary reasons to uphold a dam- 
age suit, which really should be termed blackmail. We 
are now prepared to handle these people, through the 
office of a certain insurance corporation. 

This then was the approximate situation of the Retail 
Merchant, beset on all sides by parasites, attacked from 
all quarters by money hungry thieves, when the Stores 
Mutual Protective Associations began to be formed 
throughout the United States. There are now Stores 
Mutual Protective Associations in about 15 of the larger 
cities in the United States. 

The Stores Mutual Protective Association of St. Louis 
was organized in the fall of 1921, by certain members of 
the Associated Retailers, and was incorporated under the 
laws of the State of Missouri, and the Articles of Incor- 
poration provide for a capital stock of $10,000, one half 
of which is paid in. 

In order to provide necessary revenue, all of the stores 
agreed to use a certain amount of service each month. 
The three stores holding twenty-two shares each agreed 
to a minimum of $275.00 per month each. The one store 
holding sixteen shares uses a minimum of $200.00 per 
month, and the three stores holding six shares each use 


(Continued on page 10) 
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Securing Valuable Information 


By the Use of a Signature Card 
By L. M. CROSTHWAITE 


Credit Manager, Barker Bros., 
R. L. M. CROSTHWAITE, Credit Manager of 

Barker Bros. Inc., Los Angeles, is one of the 

nation’s outstanding Credit Managers because 

his firm does an annual business in Furniture and House 
Furnishings of more than twenty million dollars, ninety 
per cent of which is Charge business, and has devel- 


oped a most 














Los Angeles 


record for ratings after the account is closed. There are 
spaces provided for indicating information by means of 
check marks by which they can tell the condition of the 
account, both present and past, at a glance. 

“The signature card hangs directly below the yellow 
card and is self-explanatory. The point, however, that 


I wish to give 
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thwaite’s idea 
regarding the 
signature card 
well worth the 
of not only our Furniture mem- 
bers but all Retail Credit Man- 
agers. (Editor’s note). 

“When an application is taken, 
the credit envelope is filled out 
completely and all credit reports 
are filed therein. These credit 
envelopes are filed directly be- 
hind the Acme card files, and 
directly behind these envelopes 
on the other side are the ledgers, 
so that our Authorizors may 
have all information at their 
fingers’ ends without covering 
very much ground. The yellow 
card is an exact copy of the 
credit envelope and you will 
note that it has space for cross- 
indexing as to other accounts, 
change of address, change of 
terms, references, notation when 
it appears on our Slow Report; 
and it is also used as a permanent 


is unique and 
serious thought 


FACE OF CREDIT ENVELOPE 


BELOW REVERSE SIDE OF CREDIT ENVELOPE 
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this customer 

does not have 
accounts at any other stores and 
there are no credit references in 
file. The financial condition of 
these customers may change 
from time to time, and it is 
rather an embarrassing situation 
to mail them the usual form of 
application to fill out and tell 
them that we are revising our 
files because it denotes suspicion, 
especially if they have had an 
account that has been paid in a 
satisfactory manner over a peri- 
od of years, and you will meet 
no adequate response. You will 
find that it is also unsatisfactory 
to call a customer of this kind to 
the Credit Office in order to re- 
vise the account as this is a 
fruitful source of misunder- 
standing. Our plan in revising 
our files and bringing informa- 
tion to date upon which to base 
revised inquiries to the Associa- 
tion, is to mail the customer a 
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signature card, and the surprising result is that they 
are filling them out completely and in detail, thus giv- 
ing the Association an accurate basis upon which to 


base a revised report. 


the same questions 
across the credit 
desk, will throw up a 
resistance and tell as 
little as possible, but 
if they receive the 
card in the mail they 
go to great pains in 
order to fill in every 
detail as you will note 
that the printed sug- 
gestions on the card 
give them the idea 
that they are doing 
this for their own 


benefit, and not yours. 


E ALSO find 

that the rider 
that is enclosed in a 
very convenient form 
which acts as a safe- 
guard on new ac- 
counts especially. 
This is placed direct- 
ly under the yellow 
card and as charges 
come through on a 
new account, pending 
the establishment of 
a definite or perma- 
nent limit, this en- 
ables the Authorizor 
to control the account 
and prevent inflation. 
Hope I have made 
this clear, and I am 
passing it on to you 
because it is a point 
in the psychology of 
getting information 
that I have never 
been able to stumble 
on before, and it is 
enabling us to build 
up our files in a clear 
and concise manner. 
The letter which ac- 
companies the signa- 
ture card includes a 
merchandise sales 
promotion paragraph, 


The same customers, if asked 


ee 8380 0 | 


ADORESS 


Store Mutual Protection Department 
(Continued from page 8) 

$75.00 per month each. This gives a total revenue of 
$15,000.00 per year as a minimum. This revenue 
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NAME 

RES ADDRESS 
®US ADDRESS 
OCCUPATION 
BANK 

LOCATION OF BANK 


NAMES OF STOPES WHERE YOU HAVE ESTABLISHED 


® INSTRUCTIONS. AND TO a1 
THE ACTUAL SIGNATURES OF PERSONS AUTHORIZED TO CHAS 


SIGNATURE OF ( 
AUTHORIZED 


PURCHASERS ( 


GENERAL REMARKS OR OTHER INSTR 


PLEASE SIGN WERE OF 


thus acting in the duplicate capacity of getting credit 
information, and also from a sales promotion stand- 


point. 


YOUR ACCOUNT 


(over) 


IRM NAWE 


US IN SERVING YOU BY Fe >TE 
«TO rour 


ACCOUNT. 1F ANY, 5» 


oanoin 


ADDRESS 


ADORESS 


ADORESS 


@ yous accoun? 


RES 


BUS PHONE 


is produced through 
various kinds of serv- 
ice such as checking 
employees, as to their 
honesty, courtesy, 
and efficiency, and the 
furnishing of investi- 
gators for any kind 
of work that the 
stores may want. The 
prices are lower than 
those of outside de- 
tective agencies, and 
stores have always 
used more than the 
minimum under their 
agreements. 

During the life of 
the organization, St. 
Louis has captured 
625 dishonest em- 
ployees, 285 bad 
check operators, 306 
charge account 
swindlers, and 7,476 
shoplifters, making a 


total of 8,692, and 
total recoveries of 
$170,984.92. 


Shortly after the 
Stores Mutual Pro- 
tective Association of 
St. Louis began to 
function, Mr. Jenkins, 
Vice President and 
General Manager of 
the St. Louis Asso- 
ciation, called a meet- 
ing of the executives 
of the various Stores 
Mutual Protective 
Associations through- 
out the United States, 
and formed a Nation- 
al Organization, for 
the purpose of dis- 
seminating informa- 
tion regarding trav- 
eling thieves, distrib- 
uting photographs 
of thieves who prey 
on the stores, the 


distribution of bul- 
letins and other material of use to the members of the 
National Organization of Stores Mutual Protective As- 
sociations. 
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The U in Success 


Is Important to the Credit Manager 
By MYRON KATTEN 


A. Katten & Sons, Inc., Hartford, Conn. 


EN credit is extended, a person buys goods or 

renders service in return for a promise to pay 

for these goods or services at a future time, 
credit then, is an exchange of goods or services for a 
future promise to pay. 

It’s this latter element (future promise to pay) of the 
transaction that comes up for examination whenever 
credit is extended. What is the value of this promise to 
pay? Is it fortified by such reasonable assurances that 
a man may safely sell his goods or 


ratings of his capital and character as in the case with 
the applicant for commercial credit. 

The great difference in the economic status of those 
who wished to buy, on credit, goods for their own con- 
sumption, in the past, rendered it almost impossible to 
establish a uniform credit policy on the part of the deal- 
ers from whom they bought. 

[ would at this time like to go on record that our local 
bureau managed by Mr. A. C. Moreau is giving the mer- 

chants of Hartford a very high 











render his seryices without receiving [- 
the actual cash at time of exchange? || 

Fletcher Montgomery of the Hat 
Institute says “It’s just as immoral || 
to be uninformed as to be unclad.” 
We must know in detail the appli- 
cant for credits circumstances. We 
must not jump at conclusions like 
Bruce’s mother did. 


Bruce’s family was very much 
pleased because little six year old 
Bruce was greatly interested in 
the Sabbath—Gad’s day, as his 
mother called it. 


One morning when he woke up 
he said to his mother: “Mamma, 





is this God’s day?” a 


| OME PEOPLE 

expect opportunity 

not merely to, knock 

at their door, but to 

_ ring them up on the 
! phone beforehand. 


standard of credit information, 
credit information that can be re- 
lied upon and which guides the 
credit men of Hartford along the 
right channels. 

The injudicious extension of per- 
sonal credit has a two fold effect ; 
an influence upon the commercial 
system as a whole, and an influence 
|} upon prices. If the retail merchant 
|} cannot collect his debts when these 
| are due he may be compelled to ask 
the wholesaler from whom he buys 
\| his goods to wait for payment. Ulti- 
mately, of course, the penalty for all 








“Oh, no, this is Wednesday.” 

The next morning Bruce asked the same question, 
and also the following morning, and each time he asked 
it his mother filled with pride. 

On Sunday morning Bruce asked the same question. 

“Yes, Bruce,” his mother replied, “this is God’s day.” 

“I’m glad,” cried Bruce, “Where is the funny paper ?” 
The limitations on the amount of credit and the length 


of time for which credit is to be granted should be gov- 
erned by three considerations : 

First, what kind of a man is the applicant? 

Second, how is he conducting himself and his business ? 

Third, what is the business he is conducting? 

The answer to the question propounded in the first of 
these considerations, “what kind of a man is the appli- 
cant?” is fundamental in any association or business 
relation where credit is a factor. It’s the basis of per- 
sonal credit, on which we retailers, like wholesalers judge 
the advisability of trusting our customer. 

Although personal credit was the first kind to come 
into existence and thus is the oldest the granting of such 
credit has only recently been organized systematically. 
This fact need occasion no surprise however, if we take 
into account the conditions under which such credit is 
frequently granted, each separate extension of such per- 
sonal credit is made to an individual member of society 
whose relations, to others, in his capacity as an individual 
consumer, is not placed on record by means of public 


this looseness with regard to the ob- 
servance of credit terms is paid by the consumer in the 
form of increased prices. This is made necessary be- 
cause the commercial world must assume the added risk 
of bad debts. Every credit transaction embodies two 
characteristic features. One is that each transaction in- 
volves the future, the other that it constitutes an implied 
contract. Hence in endeavoring to determine whether 
an applicant is entitled to credit favors, the credit 
grantor must take into consideration first of all the 
probability of the credit-taker’s being able to make pay- 
ment at the expiration of the credit period, whether this 
be 30 or 60 days or longer. He must also consider the 
probability of the debtors being willing to do so. 

To make the transaction safe from a credit viewpoint 
there must be present both, ability and willingness to pay. 
Of course we could spend much time elaborating these 
two points. 


It has been said by those whose right to be heard on 
such a question cannot be denied, that character is the 
only thing to be considered in determining a credit risk. 
That a good character goes a long way in business is not 
in question. But that it is sufficient by itself to secure 
present possession of goods on promise of future pay- 
ment may well be doubted. 

A man can be so easily misjudged. 
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WHY NOT? 
Mrs. Prime: “I didn’t see your husband in church 
this morning.” 
Mrs. Glim: “No, he doesn’t dare go now.” 
Mrs. Prime (shocked): “Doesn’t dare go? Why?” 
Mrs. Glim: “Last Sunday the pastor prayed for the 
loose livers of the parish. After the service my husband 
asked him if he wouldn’t slip in just a few words about 
his floating kidney—and the minister threw a hymn book 


ha 


at him! 

If the credit-giver were always in possession of all the 
facts that bear upon the credit-seeker’s condition he 
would make few errors in estimating the latter’s credit 
title. It is because the information at hand is often in- 
complete and at times actually misleading that credit 
frequently is granted to a 


factor in modern merchandising but as a constructive 
force in the scheme of business. 

In order to be of the greatest value to his concern the 
credit man must steer a middle course. He must take 
some chances although these should never be blind 
chances. He must always firmly decline to check an 
order, if a well founded doubt exists in his mind with 
regard to the probability of the ultimate payment of the 
account. 

Difficulties often arise because the authority given the 
credit man is not clearly understood by all concerned and 
clashes of authority ensue. There are some credit men 
who believe that their authority should be absolute, and 

that no one of like rank or 





person unrightly entitled 
thereto. It follows that the 
more complete and specific 
such information is the less 
likelihood is there of mak- 
ing mistakes. The capable 
credit man neglects no op- 
portunity to inform himself 
as fully as possible regard- 
ing the credit-seeker’s ac- 
tual condition, financial and 
otherwise, as far as this 
relates to his credit title. 

Need I mention here that 
the value of the credit in- 
formation obtained must, of 
course, always be consid- 
ered in connection with the 
sources from which it 
comes. We, in Hartford, 
have learned to depend ab- 
solutely on the information 
we get from our local 
bureau. 

The thought comes to me 
here, of a book I recently 


the cost is small. 


is what does the work. 





Rubber Stamps Obsolete 


No up-to-date Credit Manager would think of using 
a rubber stamp for signing his letters even though they 
might be form letters. Then why use a “Past Due” 
rubber stamp on statements ? 


The little gummed sticker issued by the N. R. C. A. 
and called gentle persuaders are more dignified and at- 
tract attention without giving offence. 


Our members have used over a million and constantly 
re-order, so they must bring returns. 


See the inside cover advertisement. They are fur- 
nished for what it costs to print and mail, to members 


only and because of having them printed in million lots 


Instruct your Bookkeeper to hand you all past due ac- 
counts, attach one of these gentle persuaders and note 
the results. We guarantee it will save you much letter 
writing and collection expense. 


The National Emblem combined with polite wording 


even of superior rank in the 
general organization of the 
business should question in 
any way the decisions of 
the credit department. Un- 
less the head of the firm is 
the direct head of the credit 
department it would be an 
abdication of proper execu- 
tive supervision to place 
such unlimited power in the 
hands of the credit man. 
There seems to be no good 
reason why the head of this 
department any more than 
the heads of other depart- 
ments should be granted 
extraordinary power. 

The credit man should be 
among the first to recognize 
the necessity of cooperation 
and should be guided by it 
in his attitude toward the 
department of sales. 

; It is, however, chiefly 
through his attitude toward 








read by Paul DeKruif 
called “Microbe Hunters.” And then the following clas- 
sification came to me. The Microbe is the questionable 
account which grows into the disease of the uncollectable 
accounts. 

The existence of the credit man has a distinct function 
in business, as a result of the development of that system 
of credit giving which has grown up in connection with 
sales of goods on credit. 

Matters of credit in common with our questions of 
business policy and business practice were at one time 
decided by the owner or general manager, but with the 
increase of credit giving the matter of passing upon a 
customer’s credit title came to be a special function in the 
hands of a special official, who could devote the necessary 
time and attention to making credit investigation. As 
competition grew keener and profit margins grew smaller 
the importance of the credit man in preventing losses 
became correspondingly emphasized in practice, until to- 
day he is rightly regarded not only as an indispensable 


the customers of his house 
that the credit man’s value to the house is determined. 
It is his duty to make their dealing with his house 
so pleasant that not only will their accounts at all 
times be in a satisfactory state, but a continuance of 
their patronage may be expected from year to 
year. 

The credit man’s desire to please customers must 
not, however, be permitted to obscure his views or affect 
his sentiments with regard to the importance of observ- 
ing the credit terms of his concern, in other words, of 
meeting payment obligations promptly and fully. 

Edison says that genius is 2 parts inspiration and 98 
parts perspiration. Stick to the work you have to do, 
however irksome and tiresome it may become, don’t let 
go too soon. 

When Kipling was a boy about ten, his father took him 
on a voyage in an old-style sailing boat. While Kipling 
Senior sat in his cabin reading a book, a great storm 


(Continued on page 26) 
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Credit Granting Thru 


Lindley s. Crowder 


_.tininsconter  Kinance Companies 


Note:—Mr. Crowder was elected vice-president of the N. R. C. 


in 1918 and served as acting president due to 


the resignation, because of i Iness, of William H. J. Taylor 


INANCE credits are handled in much the same 

manner as are other credits and represent a com- 

bination of banking and mercantile credits. It is 
a loan of money, but also places a chattel in the hands of 
the purchaser on which we depend for protection in the 
event payment is not forthcoming. 

Theoretically, our credits are safer than ordinary cred- 
its, as there are two names on our paper, each supposedly 
good for the amount involved, and, in addition, secured 
by collateral. The dealer may, however, become involved; 
the amount of the loan may be high in proportion to 
worth of debtor, or purchaser may suffer reverses. The 
chattel is constantly depreciating, and this is particularly 
true of motor cars. For this reason, finance credits re- 
quire more constant supervision than do mercantile cred- 
its. Finance credit and collection men must be ever alert 
to keep losses to a minimum. 

Before setting up a credit line for Mr. Dealer, a finan- 
cial statement and repurchase agreement must be sub- 
mitted. The latter is for our protection, in the event 
chattel is repossessioned. 

Retail financing is handled in two ways: Class “A” 
dealers being given the privilege of drawing on us for the 
deferred balance, the proceeds of the draft being credited 
to the dealer by the bank, as a cash item. 

If, after investigation, it is found that the risk is not 
up to the standard, the dealer is informed and is re- 
quested to waive what we term “3C” coverage, confisca- 
tion, conversion and single interest collision insurance. 
If the purchaser is not entitled to credit, we then draw 
on the dealer for the amount due. Dealers who are not 
entitled to the draft privilege submit paper by mail, and 
a credit investigation is made before remitting. 


ERVICE is a big factor in the finance business, and 
every transaction must be handled with dispatch. 
This is particularly true of mail 


which copy of the acceptance was sent for collection. 

Car checks are made periodically, not less than once 
every thirty days, either by our representatives, the deal- 
er’s bank or reporting bureau. A dealer may be a good 
risk today and a poor one in a short period of time. 

In the case of the motor dealer, weather or local condi- 
tions may affect his sales, with the result that he may 
have old models on hand, which are difficult to dispose 
of, except at a loss. The fact that the dealer handles 
only merchandise pertaining to the motor car business 
makes it more difficult for him to make progress or to 
even hold his own, when conditions are bad. The chances 
of sudden reverses are increased by these factors. The 
tendency of the dealer, who is losing ground, to sell to 
poor risks and make excessive allowances for cars ac- 
cepted in trade, also to cut overhead unwisely, 
hastens insolvency. 

Some of the pitfalls are: 


often 


1. Dangers of fraud, resulting from conversion of 
wholesale cars to pay local creditors who are pressing. 
2. Forgeries and fictitious retail transactions. 
3. Possibilities of duplicate financing. 
4. Speedy service to meet competition. 
5. Failure to make thorough credit investigation. 
OMPETITION has forced many of the finance 
& companies to handle credit too speedily; they re- 
ceive an application and it may have been “peddled” 
around town, dealers may call up four or five finance 
companies, the finance company agreeing to take the 
offering and be paid for it. That is very poor business. 
I believe the fact that many of the finance companies 
have failed to make a thorough credit investigation, that 
they have been lax in their collection methods, and have 
been careless inthe extension of credit, is responsible 
for more failures than any other one thing in the finance 
I was discussing that with Mr. Ayres, of the 
National Finance Company, yester- 


business. 











offerings. Dealers, under this plan, 
are not as strong financially as those 
on the draft plan and cannot afford 
to wait an unreasonable length of | 
time for their money. 

Wholesale credits represent the : 
financing of cars for the dealer’s 
floor. Eighty to eighty-five per cent 


— = 


is advanced by us. Naturally, deal- 
ers who are given this accommoda- 
tion must be financially responsible. 
The dealer signs a trust receipt 
and trade acceptance for cars 

purchased. When a car is sold, 











T IS so easy, very easy, to [A 
misunderstand, to misin- 
terpret, to misjudge. 
k everyone the benefit of a pos- _ 
sible error, and discount your 
ownobservation liberally. This 
of the factory cost of the motor car [x] advice is for all of us—for you | 
and the other fellow, because 
the very advice we give and 
Ki apply to others is an injunc- | 
tion we may need ourselves. 


—JEROME CORWIN. 


day, and asked him if he had any 
statistics on failures, he said he did 
not have; that, as far as he knew, 
there were few failures, but the 
companies are being bought up by 
other companies. He had no way 
of telling us whether the ones who 
resigned from his Association fail 
or liquidate or are absorbed by the 
larger companies. 

At the present time, one of the 
serious matters confronting the 
finance companies is the cost of 

money; money is very high at this 
time, and I imagine it is a burden 


Give 




















payment is made to his bank, to _— = 
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Are Statistics of Value to 
Credit Manager? 


By GUY H. HULSE 


Secretary National Retail Credit Association 


taken modern merchandising out of the class of 
“hit and miss” businesses and placed it on a firm 
and secure foundation. 

There was a time and not so far in the past, when 
retail merchants sent their traveling salesmen down 
rivers in skiffs and into the backwoods with horse and 
buggy. There was a time too, when our mothers and 
grandmothers were content to shop at the corner 
grocery, purchasing rancid lard from an open vat, stale 
crackers from an open barrel, prunes from an open 
box and coffee from a sack—grinding it in the little 
coffee grinder attached to the edge of the kitchen table. 
They were content to do this because they knew of no 
better way. 

These methods of merchandising, fortunately, are 
obsolete. The mechanics of our businesses have kept 
step with improved methods of handling commodities. 
Today we have splendidly equipped and organized of- 
fices supervising all phases of business on a scientific 
basis. This, as the result of statistics which have been 
accumulated through exhaustive research. 

In recent years, the keynote of business expansion 
has been sounded through group organizations. Busi- 
nesses of all kinds have joined themselves together in 
group activities, not the least of which is the compila- 
tion, correlation and dissemination of statistics vital to 
their future growth and development. 

A few years ago one of our great business and politi- 
cal leaders insisted that “competition is the life of 
trade.” A President, who in the minds of many bulks 
large in future history, made his reputation largely by 
wielding the big stick especially in the dissolution of 
combinations. Modern thought recognizes that 
combinations, if properly consum- 


OF he mode based upon reliable research, has 


through agreements entered into in relation to stand- 
ardized practices. 

None of these worthwhile things could have been 
accomplished without first delving into the reasons 
therefor and this is but another phrase for con- 
structive research work. Statistics may be dry. Their 
careful analysis may be a laborious task, yet they 
furnish for each of us the compass which will chart 
our course and bring us success. 

Statistics may not be compiled save through co- 
operative effort. Co-operation is the cornerstone of 
our civilization. Civilization even in its present un- 
satisfactory state has been brought about through a 
constant battle of desires and ambitions based upon 
human ego as against the higher phase of human na- 
ture based upon altruistic idealism. 

In the beginning, when man’s intelligence began to 
send down roots that grew the plant of reason, he went 
forth to conquer and to make slaves. Civilization was 
based on slavery for untold thousands of years—later 
came feudalism and later still, due to the application 
of steam and electricity to machinery, came what is 
known as the industrial era. All of this the result of 
the orderly and regular processes of evolution, working 
out the scheme of human existence, laying the founda- 
tion properly and securely for the present stupendous 
mechanical and business development. 

It is fortunate that men have been forced by circum- 
stances even against their inclination, to forego indi- 
vidualistic endeavor and co-operate in the development 
of civilization. Cooperation was described by Dr. 
Frank Crane as “teamwork” when he said most truth- 
fully that “teamwork is the thing that makes homes 
happy, clubs comfortable, lodges harmonious, busi- 

nesses profitable, churches success- 





mated with the idea in view of bet- 





tering service and reducing com- 
modity prices, are one of the guar- 
antees of our continued business 
expansion. 

The elimination of waste through 
standardization of practice and 
procedure and through the cur- 
tailing of duplication of effort, has 
been brought about largely 
through the combination of allied 
business interests. The United 
States government has taken an 
active stand through its Depart- 
ment of Commerce, in bringing to- 
gether all branches of industry 


where the dis 


of neither 








SYSTEM 


E WHO every morning plans 
the transactions of the day, 
and follows out that plan, carries a ; 
thread that will guide him through sented it to man as the supreme 
the labyrinth of the most busy life. 
The orderly arrangement of his 
time is like a ray of light which 
darts itself through all his occupa- 
tions. But where no plan is laid, 
1 of time is sur- 
rendered merely to the chance of 
incidents, all things lie huddled to- 
gether in one chaos, which admits 
distribution or 
review.—Victor Hugo. 


ful, political parties victorious, na- 
tions strong and the world civilized. 

When Prometheus captured fire 
from the chariot of Jove, brought 
it to earth in a hollow reed and pre- 


gift of the Gods, he did a splendid 
thing, but that individual who sleeps 
in an unmarked grave, to whose 
memory no Ode has ever been 
written or song has ever been 
sung, that man who first discov- 
ered the principle of the chimney 
and gave it to man as the supreme 
gift of man to mankind, did a vast- 
ly superior thing. He gave into 











(Continued on page 24) 
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Safeguarding 


Retail Credit 


Extensionin New York City 


By A. J. Walker 


Credit Mgr. & Asst. General Manager, Oppenheim, Collins & Co., Inc., Brooklyn, N. Y. 


OLD ACCOUNTS 

Unless there is a proper control of 
the limit placed on an account, over- 
buying will develop in many cases. One 
very good method of control is to use units of $25.00, 
on this basis—if the actual limit on an account is to be 
$100. Before being referred to the Credit Manager, 
place a $25.00 limit on the account—this being the limit 
that can be passed by the Tube Room Authorizors; if 
a purchase develops for twice the amount or $50.00 it 
should be referred to the Refer Authorizors, who have 
access to ledgers and records of the accounts. Give 
these Authorizors authority to pass up to 2 or 3 times 
the limit; if the purchase is for four times the limit or 
$100, then it should be referred to someone higher. 

On a limitation for $25.00 the Bookkeeper should also 
refer to the Credit Manager an over-limit slip when an 
open balance of $100 has been reached. In some in- 
stances where a limit has been placed on an account, 
the’ actual experience shows 


1. Purchasing 
Control: 


been making monthly payments on an over-due account, 
because of force of circumstances, the permission of 
additional charges followed by a constructively worded 
letter will help retain the customer’s good will, induce 
additional payments and if circumstances change the 
account may become a desirable one later. Or the ac- 
count may have been slow but is now balanced, a pur- 
chase may be permitted followed by a tactful letter of 
inquiry regarding ability to now observe credit terms, 
pointing out the store’s willingness to extend credit 
again, if such is the case. 

Small purchases added from time to time will 
not seriously increase balances and furnishes a good 
opportunity to drive home credit terms and to obtain 
additional payments on the account. Unless the 
account is an exceptionally bad one, the permitting 
of charges on Slow Paying Accounts is better psy- 
chology than the refusal to charge, or sending the 
purchase C. O. D. 





that the limit is too low, 





in such cases the limit may 
be raised but should be 
watched a little more carefully 
for a time in order to deter- 
mine whether the new limit 
is too high and action taken 
accordingly. 


Old Accounts 
New Accounts 
Volume 


_ The problem is one that may be divided 
into three general classifications : 


and these in turn have many factors to be 
considered, which for intelligent review may 
be subdivided as follows: 

OLD ACCOUNTS: 


3. Derogatory If the 
Information store you 
from Other represent 
Stores: is a mem- 

ber of a 

Credit Association or a Ref- 

erence Clearance Bureau, in- 

formation is furnished by 


If for some reason there is 
a delay in posting in the Book- 
keeping department the ac- 
count may reach a figure 
somewhat in excess of the re- 
fer limit; matters of this na- 
ture may be handled by a 
diplomatic letter ‘to the cus- 
tomer if the Credit Manager 
feels that the limit should not 
be raised, but every effort 
should be made to keep ac- 
counts under proper limit 
control. 


2. Charges It is 
sometimes 


1—Purchasing Control 

2—Charges on Slow Paying Accounts 

3—Derogatory Information from Other 
Stores 

4—Transient and Non-residents 

5—Removals 

6—Furnishing Derogatory Information to 
Other Stores 

7—Use of the Reference Clearance Bureau 


NEW ACCOUNTS: 
8—Taking the Application 
9—Proper Limitations 
10—Approving Charges on New Accounts 
11—Special Reports 
12—Declining the Account 


VOLUME: 
13—Volume Increase over Indicated Period 
14—Reviving Inactive Accounts 
15—Classifying Departments for Additional 
Business 
16—Keeping Losses at a Minimum 


How credit losses are held to a minimum 


other members regarding Slow 
Paying Accounts, Declined 
Accounts and various other 
items of a derogatory nature, 
which should be checked 
against your own accounts, so 
that you may determine what 
action to take in case you 
should have the account. 


4. Transients and While 
Non-Residents: it is true 
that ev- 

ery well organized Credit De- 
partment has numerous di- 
rectories, such as those of 


on Slow Pay 
Accounts: good pol- 
icy to per- 
mit charges on Slow Pay Ac- 
counts, particularly on small 


charges. If the customer has 








in the great city of New York is a question 
often asked by credit managers. 

This excellent article by Mr. Walker in- 
dicates it is due to the application of sound 
credit principles as expounded by the Na- 
tional Retail Credit Association. 


Colleges, Blue Books of the 
large cities, Directory of Di- 
rectors, and various direc- 
tories listing “who is who,” in 
the various professions, as 

















well as Commercial Rating 
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Books, yet care must be exercised where transients do 
very much shopping because the credit status may 
change over night and their infrequent purchases do not 
give the Credit Department time to check information 
as closely as those accounts where the customer is a local 
resident or a frequent 





profit by our experiences, as we in turn expect them to 
reciprocate. 

The receiving and giving of derogatory informa- 
tion furnishes a mass of information that must and 
should be handled intelligently, if any benefit is to 

be derived therefrom. 








purchaser. 
It is rather a seri- 


rrr 9 


ous problem to some 
of the large stores in 
New York City where 
the volume of sales 


from this source is as 
high as 20% of the 
total amount of sales ; 8:00- 9:00 ReGIsTRATION. 
as many of the pur- 9:00 INVOCATION. 

chases develop into 
“take withs,’ and if 9:10 


PROGRAMME OF 
MID-WEST CONFERENCE N. R. C. A. 


OCTOBER 22 and 23, 1929 
WICHITA, 


MORNING SESSION, OCTOBER 22 


Guy H. Hulse, Secretary, National Retail Credit Association, St. Louis, Mo., 
will preside. 


Rev. J. Allan Watson, Pastor, Riverside Church of Christ, 
Wichita, Kans. 

“ADDRESS OF WELCOME.” 

John Kirkwood, President, Chamber of Commerce, Wichita, Kans. 


You may receive slow 
pay information about 
one of your satisfac- 
tory accounts, but in- 
vestigation discloses a 
dispute over some 
merchandise or credit, 
etc. The credit grant- 
or who gave you the 
slow pay information 
may have discovered 
an unsatisfactory con- 


KANSAS 


the account is a new 9-20 rs edchaiemeny dition, which you 
one information must Ray Halstead, Sec’y, Cont Pe. & Reporting Co., should have some 

Des Moines, la. "i d ' : , 
be developed before 9:30-10:00 “Wuy I Am a Member or THE LocaL, STATE AND Na- knowledge of in order 


permitting purchases 
for any great amount. 


TIONAL ASSOCIATIONS.” E 
W. P. Canavan, President, Standard Office Supply Co., 
: Oklahoma City, Okla. 


to protect your own 
account. Mr. and Mrs. 


5 R ; 10:00-10:30 “Facts ano Ficures Pertaininc To Our CoMMERCIAI may have separated— 
Je vemovails: PROSPERITY.” N : ——— P 
It is estimated that Stanley Spurrier, Spurrier, Fox & Crane, Certified Public Mr. may advise _ 
ie ane Accountants, Wichita, Kans. store that he will no 
15% to 20% of the 10:30-10:45 “Auto Finance Reportinc.” longer be res ible 
x - r p D asl ee Cie Costas Mo ge ve responsible, 
residents of Manhat- J. W. Byng, Sec’y, Credit Exchange, Springfield, Mo. 
10:45-11:00 “THe Common Mistakes Mape IN Crevit GRANTING.’ etc. It may be a new 
tan move on the Ist 


of May and the Ist of 


October. In some ING Power OF THE PvBLIc.” : 

cases the status of the Walter Ingold, Credit Manager, Kansas Gas and Electric 
Co., Newton, Kans. 

account changes very 11 :20-11 :35 


radically, the removal 
may have occurred 


Joe Kennedy, Credit Mgr., Kennedy Bros. Mercantile, 
Blackwell, Okla. 
11:00-11:20 “Tue Errect or INSTALLMENT SELLING ON THE Buy- 


“Tue Business or Proression oF Retairt Crepi1 

GranTINnG Has Kept Pace With THE TIMEs.” 

Allen T. Hupp, Secy., Associated Retail Credit Bureaus, 
Omaha, Nebr. 

because of a changed 11:35-11:50 “DecLtiniInc THE AccouNT.” 


application for an ac- 
count which you have 
declined. These and 
numerous other items 
should be passed along 
to the other members 
through your Associ- 


fi = nd K. B. Hobbs, Credit Mer., Pelletier Stores Co., Topeka, Kans. ation or Bureau. 
inancial condition— 11 :50-12:00 ANNOUNCEMENTS. 
sometimes better, 12:00- 1:30 ApyouRNMENT For LUNCH. 7. Use of 


sometimes worse. But 
this can be determined 
by having a knowl- 
edge of the new lo- 
cation, but it all cre- 1:45- 2:15 
ates a problem that 


_ 


CONCERN.” 


thought and super- St. Louis, Mo. 


AFTERNOON SESSION 
D. J. Woodlock, Mgr.-Treas., National Retail Credit Associ- 
ation, St. Louis, Mo., will preside. 
:30- 1:45 “VALUE oF OpENING AN AccouNT PRopERLY.” 
W. N. Sidlinger, Cr.Mgr., Rorabaugh-Wiley Dry Goods, 
Hutchinson, Kans. 
“Cuarce Account Customers ArE AN Asset To ANY source of obtaining 


| intelli P. E. Sisney, Cinderella Boot Shop, Tulsa, Okla. 
must have intelligent 2:15- 2:45 Guy H. Hulse, Secy., National Retail Credit Assn., 


Reference 
Clearance 
Bureau: 


The most logical 


desired information 
about an account is 


tos If th 1 2:45- 3:05 “Tue Arttirupe or A MercHANT Toward RETAIL through a. on™ 
vision. the remova ;' Crepit ASsocrATIONS.” :| Credit Association or 
is out of the city, it Allen W. Hinkel, Pres., Allen W. Hinkel Dry Goods Co. : 

sitat 1 * 3:05- 3:30 “ApvERTISING.” Reference Clearing 
necessitates the re- H. Lee Jones, Kansas Gas & Electric Co., Wichita, Kans. Bureau. 


vamping of the credit 
information sooner or 
later in order that the 
account may be prop- 


PORTING SEKVICE.” 








3:30- 4:00 “Quiz”—“Wuart Is Erricient AND ProritaBLe Re- 


D. J. Woodlock, Mgr.-Treas., National Retail Credit Assn., 
St. Louis, Mo. 


(Continued on page 20) 


In some cities it is 
store owned, in some 
owned by the Credit 
Association, in others 











erly safeguarded. 





As business transactions with 
customers develop unsatisfac- 
torily, it is very important that 
this information be passed along 
through whatever means are 
available to our fellow Credit grantors, that they may 


6. Furnishing 
Derogatory 
Information 
To Other Stores: 


privately owned, but 
whatever the nature of the ownership all effort should be 
made to cooperate with the clearance media so that all 
who participate may derive full benefit therefrom, be- 
cause each credit grantor owes it to his store owners to 
render intelligent, effective service and for that reason 


(Continued on page 30) 
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San Francisco and contiguous territory, affords 

a view which for variety and scenic grandeur 
stands unsurpassed. A million and a half of California’s 
population dwell within the scope of vision from this 
enchanted vantage ground ; below, the city of the patron 
saint, prosperous, carefree, and cosmopolitan ; beyond, 
with shimmering waters of the bay between, lie thriving 
cities and towns and a great seat of learning—distributing 
centers of commerce and intelligence. Behind, the 
Golden Gate and the vast illimitable ocean with its ever- 
changing moods, symbolic of life. 

Men make pilgrimages to this altitude for meditation 
and inspiration; artists, with brush and palette to re- 
produce their impressions on canvas; others ascend the 
steep hillsides for physical exercise and rare enjoyment 
and a means of escape from the commonplace, “far 
from the madding crowd’s inglorious strife.” 

Friendship and Business Qualifications 

As one of the latter, being neither artist nor poet, in 
frequent perambulations to the peaks, I have met and 
chatted with many men, and among them have found 
«. friend. 

Invariably I find him alone on a fine Sunday morn- 
ing in the same location, usually with book in hand, 
intent on reading, with an occasional glance toward the 
unfolding vistas of land and seascape. No need either 
to name or describe him, but in our comparatively brief 
acquaintanceship we have discovered much in common 
and a similarity of taste in many things. 

A man’s mental make-up is the true criterion of 
value ; it is said that the words we most often use are the 
keys to our life; this is also profoundly true of his read- 
ing ; show me the books in which a person delights, and 
I will tell you what manner of man he is. True, books 
are mere instruments and means to an end, but they are 
also strong indicators and almost infallible signs of 


i. i PEAKS, overlooking the City and Bay of 


strength. 

“Talent,” said the wise Goethe, “develops itself in 
solitude; character in the busy stream of life,” and this 
explains the secret of my friend’s visit to the mountain. 
As a conversationalist he does not excel; garrulity he 
abhors, often remaining silent for lengthy periods, and 
smokes his pipe oblivious to the presence of others, 


The Visionary 


By Frank Batty, San Francisco 


Credit Manager, Hale Bros. Stores, Inc. 
Vice President National Record Credit Assn. 


In talkative moods, which are not frequent, there is 
always revealed a wide scope of knowledge and love of 
wisdom which has an unfailing attraction and charm 
to kindred spirits. My friend knows Shakespeare and 
the Bible, and quotes both with remarkable accuracy, 
which in itself is an uncommon virtue. Philosophy, 
poetry, and natural history, and the lives of outstanding 
national characters are both meat and drink to him; he 
considers Voltaire the greatest intellectual genius of his 
age, and though the morality of Voltaire is debatable, 
my friend insists there is not much the matter with a 
man whose almost last words were, “I die adoring God, 
loving my friends, not hating my enemies and detest- 
ing superstition.” Jean Jacques Rousseau and Voltaire 
he believes were the saviors of France, as was Savona- 
rola of Italy. 

My friend is somewhat of a hero-worshipper, with 
Abraham Lincoln as his ideal, and affirms the Gettys- 
burg address and the creed “I am not bound to win, but 
I am bound to be true; I am not bound to succeed, but 
I am bound to live up to what light I have. I musi 
stand by anybody that stands right; stand with him 
while he is right, and part with him when he goes 
wrong,” are masterpieces of diction, the superior of 
which the world has not yet heard. He has, too, a wide 
acquaintanceship with the poets, and although not given 
to writing verse himself, believes that poetry is the in- 
dispensable adjunct to a well-balanced literary diet. 
Burns, Scott, Tennyson, Bryon, Shelley, Wordsworth, 
Longfellow, and Walt Whitman are household words to 
my friend, and his several allusions to “The Ode to Im- 
mortality” and the character of “The Happy Warrior” 
incline one to think they are his favorites. 

Getting Down to Business 

From these and other lofty eminences in which I am 
at times out of my depth and marvel at my own igno- 
rance, we digress into mundane matters and touch the 
fringe of commerce and its maze of ramifications in- 
volving law, production and distribution, banking and 
credit. In the latter my friend is well-versed, not as 
a mere theorist, but with practical authority not to be 
denied. Though not a professional, he knows account- 
ancy, and but recently resigned his position as credit 
manager of a large retail institution owing to physical 
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disability. No glorified bookkeeper or pliant yes-man he, 
but one well-qualified to fill his position with dignity 
and honor proven by his many years’ record. 


The Philosophy of Clothes 

On this particular occasion of which we write, our 
friend was found absorbed in “Sartor Resartus’’—the 
philosophy of Herr Teufelsdrockh on the world in 
clothes, a subject familiar of necessity to credit men, 
for in that prosaic realm they largely live and move 
and have their being. Almost a hundred years ago, in 
1833 to be exact, Thomas Carlyle, the sage of Chelsea, 
austere supercritic, elucidates on the theme of wearing 
apparel, and his deductions through the mouthpiece of 
the imaginary German professor are strikingly apropos 
in this day and generation. “Has not your red-hanging 
individual a horse-hair wig, squirrel skins and a plush 
gown, whereby all mortals know that he is a Judge; 
Society, which the more I think of it, astonishes me the 
more is founded upon Clothes.” 

Man, according to the gospel of Carlyle, is “an om- 
niverous biped, a forked radish, a clothes-horse; .. . 
thatched over with the dead fleeces of sheep, the hides 
of oxen or seals, the felt of furred beasts, and walks 
abroad a moving rag-screen, overheaped with shreds 
and tatters raked from the charnel-house of nature, 
where they would have rotted, to rot on me more 
slowly,” and by degrees, through wear and tear go to 
the rag-grinder for new material. Clothes from the 
king’s mantel downwards are emblematic not of Want 
only, but of a manifold cunning victory over Want; in 
other words, by their attire ye shall know them. Such 
is the philosophy of clothes. (One pauses to remark 
that a twentieth-century revision of Carlyle’s tirade 
would be extremely interesting ; it would assuredly rank 
as a “best seller.” ) 


A Vision of the City—Competition 

Listen to this, said our friend as he turned the well- 
thumbed pages. Herr Teufelsdrockh in his watch-tower 
on a hill above the city, from an elevation such as sur- 
rounds you and me, visualizes the scenes beneath, and 
with what striking metaphors does he describe it. 

“T look down into that wasp-nest or bee-hive and 
witness their wax-laying and poison brewing and chok- 
ing by sulphur. From the palace esplanade, where music 
plays while the serene highness is pleased to eat his 
victuals, down to the low lane, where the aged widow, 
knitting for a thin livelihood sits to feel the afternoon 
sun, I see it all . . . that stifled hum at midnight when 
traffic has laid down to rest, and the chariot-wheels of 
vanity still rolling here and there through distant streets 
are bearing her to halls roofed in and lighted; under 
that hideous coverlet of vapors and putrefactions and 
unimaginable gases, what a fermenting vat lies simmer- 
ing and hid; the joyful and the sorrowful are there; 
men are dying there; men are being born; men are pray- 
ing; on the other side of a brick partition some are 
cursing, and around them all is the vast void night. The 
lover whispers to his mistress that the coach is ready 


. . . the thief still more silently sets his pick-locks and 
crowbars or lurks in wait until the watchmen snore in 
their boxes . . . gay mansions with supper-rooms and 
dancing-halls are full of light and music and high-swell- 
ing hearts ; upwards of 500,000 two-legged animals with- 
out feathers lie round us in horizontal positions. All 
these huddled together with nothing but a little carpentry 
or masonry between them, crammed in like salted fish 
in a barrel, or weltering like an Egyptian pitcher of 
tamed vipers, each struggling to get its head above the 
other; such work goes on under that smoke counter- 
pane.” 

“Scathing and drastic allegory,” I remarked to our 
friend as he paused for breath,” and hardly a true simile 
of the placid scene before us. It may have been ap- 
plicable to Paris or Berlin a century ago, but not to this 
modern American city.” 

“Not quite so fast,’ said our friend. “Modify the 
language a little, but much of the truth remains. Every 
great city presents a problem in sociology, and this city 
is no exception. Competition is ever ruthless and is not 
a matter of geography; it is what men used to call the 
‘life of trade,’ but we are slowly learning better; any- 
body can cut prices and wage warfare in terms of sale, 
but it takes brains to make better merchandise and sell 
it at a reasonable profit, whether it be mouse-traps or 
motor: cars. 

“Men like Josiah Wedgewood, Peter Cooper, Robert 
Owen, and Alexander Stewart of the older school, and 
John Wanamaker, Marshall Field, and Henry Ford are 
notable exemplars of that doctrine which is fundament- 
ally sound. 

“We shall never see a revival of the Hanseatic League, 
although caveat emptor dies slowly. ‘The public be 
damned’ was the most asinine slogan ever invented, a 
relic of barbarism, which in. the presence of confidence, 
and upon which the whole commercial structure is based, 
vanishes like yonder fog-belt before the rising sun. We 
are gradually getting back to first principles of business 
ethics and reversion to type is a fixed and irrevocable 
law of nature.” 


The Eternal Question—Is It or Is It Not? 
“Character, then, is the true base,” I rejoined. 
“Yes,” added our friend, “it is, and in the face of all 
that has been said to the contrary. Character (charatto) 
is Greek, and in its literal interpretation is likewise to 
some, but to the wise it is the indenture—the engraving 
process—indelible and permanent; in human equation it 
reveals what a man is essentially, not what he has.” 

“You would extend credit, then, on the basis of char- 
acter alone, irrespective of the trio of C’s?” 

“Experience has taught me that it is usually safe 
ground. A man of character—not mere reputation, 
mind you—is only temporarily disabled; the circum- 
stances of life are two-fold, those over which we have 
no control and those which we have power to overcome. 
Sir Walter Scott in his financial difficulties occurs to 
me as a famous example.” 


(Continued on page 31) 











zy A 


._ = -~ -« 65 pee wee 








[- 








THE CREDIT WORLD for September 19 





Why Cleveland Took Leadership in 
National Retail Credit Organization 


By Wm. 


Secretary-Manager Cleveland 


herence to all it stands for—there in a dozen words 
is the formula for Cleveland’s rapid growth to 
leadership in the National Retail Credit Association. The 
secret of success of the Cleveland Retail Credit Men’s 
Company is about as secret as the headlines in the paper. 


‘Ogee cooperation with the National and ad- 


Every game, has its rules, whether it be ping-pong, 
ring-around-the-rosie, flying across the ocean, or run- 
ning a credit association. And while it may be fashion- 
able to say with the cynic that the fellow who breaks all 
Ten Commandments prospers over his more law-abiding 
brethren, the odds are still pretty high in favor of the 
latter being on top in the long run. 


Whatever the game, then, you must know the rules be- 
fore you can play it. Look at Jack Dempsey. Famili- 
arity with the rules might have saved him his champion- 
ship crown in the now famous incident of the “count of 
fourteen.” And in the height of the excitement, a bit of 
attention to the referee might have made a whale of a 
difference. 

The inference from all this is obvious: The credit 
association that would succeed must know the rules ; and 
the only place to learn them—the referee of this credit 
association profession—is the National Retail Credit As- 
sociation. Goodness knows, the National makes no secret 
about these rules. They are there to be followed by any 
association that reads the Bulletins of the Service De- 
partment, gives heed to the articles in the Crepit Wor Lp, 
attends conventions regularly, and corresponds freely 
with Guy Hulse or Dave Woodlock at National head- 
quarters. It is our experience that no one need remain 
in the dark very long on any question relating to credit. 
The National is always ready—and waiting—for the 
opportunity to cooperate. In fact, the observant local 
association should discover that cooperation is the big 
idea behind everything that the National preaches—and 
practices. 

This big idea of cooperation is the very essence of 
credit association existence. 

That is nothing new. We are constantly telling our 
membership about it, pleading with them for it, threaten- 
ing them to get it. But some seem not to realize the 
benefits that can be derived from practicing it. Nearly 
any bureau manager can name dozens of associations 
that borrow valuable data from their files and never re- 
turn it; ignore requests for reports; never answer their 
mail ; fail to enclose coupons with orders for information. 
The National probably could add to this list organiza- 
tions that never participate in its activities; never lend a 


H. Gray 


Retail Credit Men’s Company 


hand to national movements such as surveys, etc., lag in 
the payment of National dues; let check-passers slip 
through their fingers because they do not heed warnings 
from National; or knowing such crooks to have operated 
in their vicinity, take no step to warn National or other 
communities in the locality. 

The rule of cooperation, and all its by-laws cham- 
pioned insistently and eternally by the National, is the 
very bed-rock on which the Cleveland Bureau has built. 
The rule has been observed not only in this Bureau’s 
relationship with its members and with the National, 
but even in the training of its employees from top to bot- 
tom. Every executive, collector, rating clerk, stenog- 
rapher, etc., in its staff of nearly a hundred employees 
is constantly impressed with the importance of cooperat- 
ing with members, with the Bureau, with the National, 
and with each other. As a result the spirit of coopera- 
tion permeates every function, activity, and angle of the 
Bureau and whatever exertion the constant repeating of 
this lesson may have entailed has been more than repaid 
in terms of success, loyalty, dollars and cents, and every 
other worth-while factor. 

One maxim of the National, an outgrowth of the co- 
operation rule, that has been followed by the Cleveland 
group with considerable profit is exterminating the 
“direct inquiry” evil. The Cleveland Association has 
coined a motto of: “Ask No Information Direct— 
Give No Information Direct” and has stuck to it with 
lasting benefit. This motto has been preached by way 
of articles in the weekly Bulletin and has been put into 
practice at every possible opportunity. The member- 
ship has been trained to refuse to give information to 
member or non-member and to refer the inquirer to the 
Bureau. The result is that the entire community realizes 
the importance of membership in the Association and 
adherence to its principles. 

Carrying the matter a step further, the Bureau puts 
the motto into practice in its dealings with other Bureaus 
and with out-of-town retailers. In keeping with the pol- 
icy of the National, the Cleveland Bureau never asks a 
report from a retailer in a community where a Credit 
Bureau functions. And when the Cleveland office re- 
ceives a request for a report from an out-of-town re- 
tailer, the report is written up, sent to the Bureau in the 
retailer’s community, and a letter written to said retailer 
informing him to that effect. Further than that, the 
local members are trained to turn all out-of-town direct 
inquiries over to the Bureau which gives them similar 
treatment. Therefore, the members know that the 
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Bureau practices what it preaches and are all the more 
ready to fulfill their own obligations. 

True to the teachings of the National Association, 
the Cleveland Bureau looks upon itself as a central clear- 
ing house for all the credit information of its area, just 
as the National is the clearing house for the credit deal- 
ings of the thousand or more Bureaus comprising its 
membership. Strict adherence to this policy has taught 
Cleveland retailers to regard the Cleveland Bureau the 
same way and has convinced them of the necessity of 
Bureau membership in the interests of intelligent credit 
granting. 

By similar instances of actual practice, it could be 
shown how the observance of other precepts laid down 
by the National has contributed to Cleveland’s growth. 
But these will have to serve as satisfactory samples. 

Suffice it to say that if you'll name any Association 
that has attained any degree of success in its community 
it will be a safe bet that the records of the National will 
show that the same Association is an active participant 
in the affairs and follower of the rules of the National 
Association. 

These Associations have prospered because they 
played the game according to Hoyle. Their referee in 
every instance, their source of rules by which they played 
their credit bureau game, has been, always and without 
exception, the National Retail Credit Association. 

Any bureau, large or small, that is ambitious to attain 
the greatest success in its reach, can do no better than 
follow their example. 

CLEVELAND IN ITS NATIONAL GROWTH IS 
BUT ENDEAVORING TO RETURN TO THE 
PARENT BODY A SMALL PORTION OF BENE- 
FITS DERIVED THEREFROM. 





Be a Sport 
You may call yourself dull in a fit of despair, 
Or drop all your pep, and say you don’t care, 
But I'll tell you, my friend, that’s a habit to break, 
In planning this world not a single mistake 
Was made in the building. So when you complain 
Take stock of yourself. You’re the chap that’s to blame. 
Just right about face; it may hurt some, it’s true, 
But that’s just the way any good sport would do. 


When you wake in the morning don’t look for a cloud. 
You know what’s behind it. Just swing in the crowd. 
Be one of them, cheerfully, singing along. 

You may get a bump, but don’t stop your song. 
Perhaps one will hear it who needs just a bit 

Of encouragement now. Your song may be it. 


What matter if yesterday's failures were big? 

To-day is your day, so get in and dig. 

If you meet any trouble, why just change its name, 

And call it a ladder. They oft lead to fame. 

But whatever you do, be quick and begin it ; 

You never can tell just how much there is in it. 
—Jane Bates in Forbes Magazine. 








Buckeridge Will Manage New York 
Credit Bureau 


Mr. A. B. Buckeridge, Manager of the Credit Bu- 
reau, Inc., Pittsburgh, Pa., has resigned that position 
to become Executive Manager of the New York Credit 
Bureau, operated by the Associated Retail Credit Men 
of New York. He will succeed John M. Connolly, 
who resigned August 1. 

Mr. Buckeridge, although a young man, has made 
a wonderful success as a Bureau Manager. In Sagi- 
naw, Michigan, he built the largest Bureau, from a 
membership standpoint, in the country, and taking over 
the Pittsburgh Bureau in its infancy and under con- 
ditions entirely different from those in Saginaw, with- 
in three years made that the largest Bureau in the 
country. 








PROGRAMME OF 
MID-WEST CONFERENCE N.R.C. A. 


(Continued from page 16) 
4:00- 4:30 “Quiz”’—“Tracinc Lost Desrors.” 
A. D. McMullen, Secy.-Mgr., Oklahoma City Retailers 
Assn., Oklahoma City, Okla. 
4:30- 4:45 “Wuy Retam Crepit Is a SHoppiInc COoNVEN- 
TENCE.” ° 
A. P. Lovett, National Director, Credit Mgr., Hettinger 
Bros., Kansas City, Mo. 
5:00 ADJOURNMENT. 
6:30 BaNnguEet SPANISH BALL Room, Lassen HOoret. 
Music during Banquet and for Dance furnished by 
Walling Red Jackets. 
Judge J. D. Dickerson, Toastmaster. 
Invocation, Rev. Geo. Edward Newell, D.D., Pas- 
tor First Presbyterian Church. 
7:30- 7:50 “Lookinc Into THE Future.” 
Brace Bennitt, Mgr., Central Division, National Association 
of Credit Men, Chicago, III. 
7:50- 8:30 “Appress” “You AND Wuy.” 
D. J. Woodlock, Mgr.-Treas., National Retail Credit Asso- 
ciation, St. Louis, Mo. 
8:45 DANCING. 
MORNING SESSION, OCTOBER 23 
9:00 DesaTe. “SHOULD THE Crepit DEPARTMENT PRo- 
MOTE NEW BUSINESS.” 
9:00- 9:15 Aff.: F. W. Whitten, Cr. Mgr., Rorabaugh Brown, 
Oklahoma City. 
9:15- 9:30 Neg.: R. J. Puckett, Allen W. Hinkel Co., Wichita, 
Kans. 
9 :30-10:00 General Discussion of Above Subject. 
10:00-10:30 “ApvANTAGE TO CLIENT OF PLACING CLAIMS WITH 
COLLECTION ORGANIZATIONS CONNECTED WitH As- 
SOCIATION BuREAus.” 
Harry P. Hovey, Collection Manager, Retail Credit Ass’n., 
Kansas City, Mo. 
10 :30-10:45 GerneRAL DiscussION OF THE ABOVE SUBJECT. 
10:45-11:00 “Wy Memesers SHOULD Cooperate WITH THE 
BurEAv.” 
Wm. Slotsky, Secy., Credit Service Exchange, Sioux City, Ia. 
11:00-11:15 “Bureau SALESMANSHIP.” 
W. C. Waegar, Secy., Fort Smith Retail Credit 
Bureau, Fort Smith, Ark. 
11:15-11:30 “Open anv INSTALLMENT CLoTHrers Crepit Ac- 
COUNTS.” 
J. A. Blackwell, M. K. Van Winkle Clothing Co., 
Ponca City, Okla. 
11:30-12:00 ANNOUNCEMENTS. 
12:00- 1:30 ApyouRNMENT For LUNCH. 
AFTERNOON SESSION 
1:30 The afternoon session will be devoted to Collection 
subjects. Harry P. Hovey, Collection Manager. 
Retail Credit Association, Kansas City, Mo., will 
act as Chairman and preside at this session. 
5:00 ADJOURNMENT. 
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A Straight from the 
SHOULDER ‘TALK 


By National ‘Director ‘Russell H. Fish of Denver 


NOTE—Mr. Fish, who is credit manager of the May Company, Denver, delivered this talk at the Sixth 
Annual Convention of Retail Credit Bureau Managers of Colorado, Wyoming, and New Mexico. 


ETAIL business, throughout the nation, is under- 
going an evolutionary and revolutionary change. 
Business methods, which were considered safe and 

sane five years ago, are, for the most part, obsolete to- 
day. Competition is increasing tremendously. The whole 
situation indicates very conclusively that the merchant 
who is to survive this change must be the merchant who 
knows all about his business; who conducts his business 
along the most practicable and scientific basis possible ; 
who is careful of his overhead, and, above all, who is 
careful in connection with the granting of credit. 

We are optimistic as to the outcome during the ‘next 
year. However, we want to emphasize the fact that 
optimism is not based idly. We realize that in addition 
to being optimistic we must watch every angle of our 
business, and particularly the credit granting end of it. 
Many an intelligent, capable merchant has failed; has 
lost his all through unwise granting of credit. On the 
other hand, many thousands of merchants have accumu- 
lated enormous wealth through the safe and sane grant- 
ing of credit—credit granting intelligently is one of the 
best business builders and profit producers that we know 
ot. 

We would caution you not to throw your books open 
to every “Tom, Dick and Harry,” who applies for credit. 
We would caution you not to compete in terms granted 
the applicant or unreasonable time to pay. Merchants, in 
any community, should have an understanding of terms. 
If your terms are thirty days, you should adhere to such, 
and insist that your patrons settle within those terms, or 
as nearly so as possible. 

You will bear in mind that loss of some sort is inevit- 
able, even with the best and choicest of risks. Once an 
account is on your books, the next step is to see that it 
is properly collected. Your collection department should 
be properly organized. If, after intelligent application, 
your collection department fails to produce satisfactory 
results, your account should be promptly referred to your 
Association for an immediate follow-up and adjustment. 
There is no real reason why any merchant who under- 
stands business, and whose credit department is properly 
managed, should lose beyond % of 1%, as a maximum. 
Of course, if you are careless in the choice of your charge 
account customers, your losses will exceed 4% of 1% by 
a considerable margin, and eventtially bankrupt you. 

The great National Retail Credit Association, of which 
I have the honor of being a Director, is constantly 
preaching the gospel of scientific credit granting. Your 


city is linked up with our great National, and is one of a 
net work of 1,100 reporting bureaus. Your local Asso- 
ciation is rated by our National as being one of the best 
of our smaller bureaus; it is capably managed; your 
methods are of the best; your Secretary is well trained ; 
capable; an intelligent man, and is in position to render 
the retailers of your territory the maximum protection. 
He is powerless, however, unless he has your cooperation. 

Time forbids my going into further details, but I be- 
lieve the merchants of this community are as intelligent 
as the merchants of any community, and I am sure, for 
your own good and for the good of the nation at large, 
that you ladies and gentlemen of this section will take 
the fullest possible advantage of the services of your 
Association, to the end that this section of the community 
will stand out as a shining star on the map of the nation’s 
business, with few, if any, failures. This is possible, 
and can be made actual if you properly apply yourselves. 

I am happy, indeed, to have had the honor of being 
with you tonight, and to have met so many of you. As 
a National Director, I extend to you a most cordial invi- 
tation to call on me, personally, or through your Secre- 
tary, Mr. Buckles, whenever I may be of service. Your 
National Association is working hard from every angle 
for the benefit of the retailer, and it is fondly hoped that 
all of you will get back of your National, as you are back 
of your Local; become members of it, and support it. 





Credit World Now Printed By 
Kable Brothers 


This is the first issue of the Credit World printed | 
under a contract with Kable Brothers Company, 
Mount Morris, Illinois. 


A change was made with a view to improving the 
standard and appearance of our publication. 


Kable Brothers specialize in magazine publication | 
and have one of the finest and best equipped plants in 
the country, handling over three hundred publica- 
tions with a circulation of fifty million copies annually. 


We feel this arrangement will help us to produce a 
magazine of the standard we have had in mind for 
years. 

D. J. Wooptock, 
| Manager-Treasurer. 
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More Head-work and Less 
Foot-work in Credit 


Work 


By Louis Spencer, 


Spencer Collection Service, Oakland, Calif. 


OGER W. BABSON recently said that if twenty 

R per cent of the unpaid bills were paid, working 

capital of business in this country would be 
increased one billion dollars. 

If one could settle the question of which came first, 
the hen or the egg, he could then determine who is 
most to blame for unpaid bills, the debtor or the 
creditor. 

Without excusing the delinquent debtor for being 
weak, dilatory, lacking in character, and for sometimes 
being perverse and dishonest, it must be recorded that 
the creditor often contributes to the delinquency of the 
debtor in a remarkable degree. 

In the mad scramble for sales volume in the face 
of still competition, sellers not only invite charge ac- 
counts, but often implore for them. The buyers are not 
only tempted, but urged to mortgage their future in- 
comes. Lack of self-control on the part of both seller 
and buyer frequently results in unsatisfactory condi- 
tions. 

Readers of this magazine know the many human ex- 
cuses to get into debt. However, it is the purpose to 
list here just a few of the reasons why debtors do not 
pay their bills more promptly. 

I. Lack of coordination between the Credit Depart- 
ments of Selling Institutions and the various Credit 
Associations. This fault enables many people to secure 
credit who already have exhausted their credit with 
other concerns, and who are hopelessly weighted down 
with debt. Naturally, such people will be slow to pay. 

II. Failure upon the part of the Credit Manager to 
properly impress the debtor, at the time credit arrange- 
ments are made, of the necessity for paying promptly 
according to terms. Debtors should be made to feel 
that merchandise is cash, and that the creditor should 
be regarded just as ene would regard a banker who 
had lent money. Should this not be done, and should 
the debtor go away with the idea that a favor has been 
conferred on the creditor because of patronage be- 
stowed, the account will often prove slow. 

III. Lack of coordination between the Sales Promo- 
tion Department and the Credit Department. Such a 
state of affairs may result in the Sales Promotion De- 
partment soliciting business and even urging the use of 
credit, at the same time the Credit Department is urg- 
ing settlement of over-due accounts. Under such con- 
ditions the debtor, not knowing that mail is being re- 
ceived from two distinct “Departments,” concludes 
that his or her credit is still good notwithstanding the 
appeals to pay-up. To avoid such confusion, care 
should be taken to see that addressograph stencils of 





Adams On Cleveland Board 


Robert Adams, Sr., treasurer for the Wm. Taylor 
Son & Company, one of Cleveland’s leading depart- 
ment stores, has been elected to the Board of Di- 
rectors of the Cleveland Retail Credit Men’s Com- 
pany, according to announcement made by Frank R. 
Dill of the statistical department of the Cleveland 
Trust Company, president of the Association. 

Adams was named to serve the unexpired portion 
of the term of George Seymour, former credit man- 
ager of the W. B. Davis Company who is now with 
the Kibler Company of Cleveland. 

Seymour, one of the “veterans” of the Cleveland 
association, has been one of its most active workers. 
He has been on the Board of Directors since February, 
1924, and served as president for two years, in 1925 
and 1926. 











delinquent debtors are removed from the files of the 
Sales Promotion Department. 

IV. Failure to take quick and decisive action. To cut 
a dog’s tail off a little at a time is false humanitarian- 
ism. Creditors render more justice to debtors as well 
as to themselves by cutting off credit promptly at the 
first indication of unsatisfactory conditions. Likewise, 
failure to place the delinquent account in the hands of 
a competent collector until too much time has elapsed, 
inevitably means loss. 

Many people delay in paying their bills who are 
well able to pay. Very often the Creditor, because of 
a faulty understanding of credit psychology and meth- 
ods, is himself responsible for delays in payment of 
just debts. 

Isn’t it the truth? 


Twelve ‘‘Ifs’’ 

If you want to be respected, you must respect your- 
self and others. 

If you want to control others, you must learn to 
control yourself. 

If you want friends, be friendly. 

If you want love, don’t be stingy with your own love. 

If you want justice, be fair with others. 

If you want consideration, be considerate. 

If you want to be great, be simple and humble, but firm. 

If you want courtesy, be courteous. 

If you want to be strong, be quiet and unafraid. 

If you want to keep your character and reputation 
above suspicion, keep good company or none. 

If you want to preserve your honesty, keep your 
conscience alive. 

If you want to be popular, never say an unkind word 
about anyone. 





Credit Men, Be Careful 
Say it with flowers, say it with sweets, 
Say it with kisses, say it with eats; 
Say it with jewelry, say it with drink, 
But always be careful not to say it with ink. 
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an- 
yell 
the 
ee ET that is but one of the worthy features 
ed, of Lamson Store Systems. Representa- 
tive establishments everywhere have 
are The written record of the demonstrated the value of Lamson in other ways. 
of yn | is pe | sent to the With these systems they have a centrally con- 
th- eecag wyia trolled organization. Cash and charge slips are 
of work and privacy on ques- whisked in split-seconds from the counter to 
tionable accounts is assured. the cashiers and authorizers. Equally as quickly 
change is back or the credit approved. 
But wait! This credit approval serves pur- 
ur- poses other than saving the customer the em- 
barrassment of needless questioning. A two- 
ee fold mission is accomplished—your customer 
benefits by the tactful, dignified service and your 
authorizer has the protection of seeing the actual 
ove. sales slip. There is no need to rely on the hur- 
riedly spoken word. The written record is 
before her! 
— The Lamson store service representative in 
4 your section will gladly tell you more about 
sti this positive, dignified method of authorizing 
| credits and how Lamson Store Systems can 
your help you in your business. Your request will 
bring him to you. 
vord THE LAMSON COMPANY, SYRACUSE, N. Y. 
Offices in Principal Cities 
LAI ISON Speed Sales ~Sateguard Profit 
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Tincdiite wan Manager of 
Pittsburgh Credit Bureau 


John R. Trues- 
t dale, former Sec- 
tary of the Service 
| Exchange Division 
of the National 
| Retail Credit As- 
| sociation, has been 
B| appointed Manager 
jof the Credit Bu- 
©| reau, Incorporated, 
*\the official Credit 
ey Reporting Bureau 
» |} of the Retail Cred- 
"\it Men’s Associa- 
tion of Pittsburgh, 
Pennsylvania. 

He succeeds Mr. 
A. B. Buckeridge, 
who resigned to 
| become Executive 
| Manager of the 

|New York Credit 
| Bureau. 
Mr. Truesdale’s 
: home is Youngs- 
JOHN R. TRUESDALE, town, Ohio, where 

Manager, Pittsburgh Credit Bureau, Inc. seventeen years ago 
he owned and operated a Credit Reporting Bureau. He 
became Secretary of the National Association of Mercantile 
Agencies, and later when that organization united with the 
National Retail Credit Association, became Secretary of the 
Service Division. He is well known to Bureau and Credit 
Managers throughout the country and his years of experi- 
ence make him well qualified for his new position. 


Are Statistics of Value 


(Continued from page 14) ob ; 
our possession the key that unlocked the possibilities of 


co-operative effort, for, without that principle having 
been discovered, men would still be living in tents with 
the smoke from their fires curling lazily upward to the 
vent in the top. Stores and factories, schools and libra- 
ries, churches and hospitals would not be possible save 
through the application of the principle of the chimney. 
These are the monuments of co-operative effort. 

Without co-operation, the foundation stone upon 
which modern civilization is erected, we would still be 
laboring under the unsurmountable difficulties of the 
stone and iron ages, instead of basking in the sunlight 
of the greatest era in human history. 
preserving, accumulating and making available human 
experience, through intelligent research is responsible 
for our present splendid advancement. 

Stradivarius sounded the clarion call of all man- 
kind in their desire to improve themselves, when he 
said that God could not have made a violin without a 
Stradivarius and it is likewise true that God could not 
have made a steamboat without a Robert Fulton, to 
labor and toil even under the derision of friends that 
he might give to the world that splendid invention 
which has shortened the lines of commerce and made 
travel by sea comparatively safe and secure. God could 
not have made a telephone without an Alexander Bell 


nor a telegraph without a Morse. 
Not one of these and other splendid inventions which 


Co-operation in 
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we enjoy would have been possible except some indi- 
vidual or group of individuals had been willing to give 
of themselves unstintedly that posterity might reap the 
benefit. Each of these inventions is the direct result 
of untold hours of faithful labor devoted to conscien- 
tious research in order that they might be perfected. 

The same principles, insofar as research is concerned 
as apply to the mechanical side of life, also apply io 
the merchandising or business side. The great busi- 
ness institutions that are the wonder of the modern 
world would not have been possible except certain in- 
dividuals or groups of individuals had seen fit to delve 
into and develop statistics related thereto. 

There is no phase of business under modern condi- 
tions that is so important as the proper regulation and 
control of consumer credit extension. Our present 
prosperity and the guarantee of its continuation rests 
upon sane and sensible consumer credit extention. The 
truth of this statement is realized when we recognize 
that the total volume of consumer sales in the United 
States during 1928 was $60,000,000,000 and that 60 
per cent or $36,000,000,000 was on some form of credit. 

These figures make it patently apparent how neces- 
sary are reliable credit statistics based upon thorough 
and exhaustive research. Realizing this need, the 
National Retail Credit Association set about some two 
years ago to influence the Department of Commerce 
of the United States Government to undertake a na- 
tional credit survey, believing that the data developed 
thereby would lores er dispel the guesswork which 
had so long guided too great a segment of the business 
interests of this country in the conduct of their credit 
departments. This important data, however, when 
compiled, will, in a comparatively short time, become 
obsolete unless some provision is made for its constant 
collection and dissemination. 


At the last Convention of this Association, wheels 
were set in motion which, it is hoped, will induce the 
United States Government to establish a Bureau of 
Credits, as a permanent department of the Depart- 
ment of Commerce. 

The National Retail Credit Association has taken 
the initiative in the collection of reliable consumer 
statistics. Through its influence there are in operation 
today in this country, 1,036 Bureaus. These Bureaus 
serve and have as members 136,223 business and pro- 
fessional men. The credit data in the files of these 
Bureaus is reliable. They have been taken directly 
from the ledgers of those who need to and do use them 
as a guide in intelligent consumer credit extension. 

The preliminary report of the national credit survey 
recently prepared by the Department of Commerce in- 
dicates that the merchants who make use of the sta- 
tistics available through Credit Bureau service enjoy 
the lowest credit losses. 

Credit Bureaus have become vital factors in the 
elimination of waste. It is recognized that they are be- 
ing operated more for the benefit of the consumer than 
for the benefit of business. The saving which is ef- 
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fected through the use of their services is being passed 
by the retailer to the consumer in lowered commodity 
prices. 


What would the conditions of business be were we 
confronted with the necessity of returning to the old 
system prevalent a few years ago, of seeking all infor- 
mation through the “direct inquiry” route? That is to 
say, one merchant, banker or professional man would 
ask another for the credit standing of a certain cus- 
tomer who had given him as reference. Information 
developed in this way quite frequently proved worse 
than no information at all and credit losses were cor- 
respondingly high. 

Those were the days in which we were satisfied to 
travel by horse and buggy over dusty and muddy 
roads. Today we travel by automobiles over splendid- 
ly paved highways. We are even demanding that we 
travel by aeroplane in increasingly larger numbers. The 
difference in supplementary locomotion as to travel is 
comparable to the difference in results as between the 
direct inquiry of by-gone days and the modern credit 
rating Bureau method of developing all information 
relative to each credit applicant. 

Yet there are many merchants and credit executives 
who still revert to the old direct inquiry. 
pernicious practice. 


It is a most 
It is unfair and unjust to the 
business and professional men of the country who spent 
last year approximately $14,600,000 in order to main- 
tain central Credit Reporting offices wherein all credit 


information available in the community might be de- 
posited and from which all credit information should 
be withdrawn as needed. 

They also had in mind that these Bureaus would re- 
lieve them of the onerous task of answering direct in- 
quiries. Business men, and fortunately they are grow- 
ing fewer and fewer each year, have absolutely no 
justification in still persisting to develop information 
through the direct inquiry. Now that such splendid 
machinery has been set up and made available they 
should be told in no uncertain terms that they must 
seek their information through the regular channels 
set up for that purpose. 

The fact that 136,223 business and professional men 
have banded themselves together for the purpose of 
controlling consumer credit extension and establishing 
community credit policies is evidence of the splendid 
possibilities for statistical research incident to an un- 
derstanding of the principles back of co-operative 
effort. 

Credit Bureaus are recognized because of the data 
which their files contain, based upon exhaustive re- 
search, as the sentinels which safeguard American pros- 


perity and guarantee its continuation. 

In order that the National Retail Credit Association, 
may be abreast of the times and in step with business 
progress, a Business Research Department has been 
established. In this Department is being gradually 


gathered, information upon all subjects directly related 
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Will receive the best attention 
possible if sent to 


The 
Merchants Credit 
Bureau, Inc. 


The largest collection department 
in the city devoted exclusively to 
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The benefits accruing in placing 
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to the promotion and protection of retail merchandis- 
ing. Our classifications as to subjects are varied. We 
recognize, however, that a complete Statistical Depart- 
ment will be possible only through gradual develop- 
ment. We have laid our plans along basically sound 
lines and we shall work those plans through to their 
ultimate conclusion. Eventually, we will have files 
covering all subjects of interest to retailers. The data 
contained in these files may be drawn upon by and for 
the benefit of our entire membership. 

It is our hope to study our needs from the stand- 
point of Credit Bureaus and Credit Departments, in 
order that we may standardize operations, insofar as 
certain proven methods of practice and procedure are 
concerned. 

This is a broad program and one which will require 
the united effort of each of our thousands of members. 
The results to be obtained, however, should be com- 
mensurate with the amount of effort and energy 
expended. 





The U in Success 

(Continued from page 12) 
The boat was tossed like a cork in the angry 
waves. Finally a sailor came dashing into the cabin cry- 
ing: “Mr. Kipling, come quick, sir. Your little boy is 
up in the rigging, sir, hanging on to a rope. If he lets 
go, he’ll drop into the sea and be drowned.” Old man 
Kipling looked calmly up from his book, and said, 
“Never mind, the boy won’t let go,” and went on with 
his reading. 


came up. 


“He won't let go.” How about the salesman in the 
field and the clerk in the office? When dark days come 
and business is bad and the boat is being tossed, will the 
old man down in the cabin say, “Never mind, he won't 
let go”? If he that about then you 
don’t need to worry for your career is made. It 
may be around the corner and you can’t see it, but 
it’s there just the same. 


says you, 


The President of every busi- 
ness needs the man who won't let go and great is his 
rejoicing to find one. 

You know enjoying a speaker is like enjoying hash. 
You must have confidence in him. 
true of your customer. 


The same thing is 
A good rule that may be fol- 
lowed with perfect propriety in extending credit to 
charge customers is to put the burden of proof upon the 
credit-seeker. It is probably reasonable to assume that 
a person who desires to obtain a merchants goods in ex- 
change for a promise of future payment, should be 
willing to state on what grounds he bases his expecta- 
tion of being able to make the payment at the designated 
time. 

In closing I want to tell you something I frequently 
tell our own employees, we are all striving for success. 
The word success is spelled SUCCESS. 

Of all those letters there is only one that counts. U. 


Credit Granting Thru Finance 

Companies 
(Continued from page 13) 
on the smaller companies, and I know it is a burden on 
the larger. Rates cannot be changed; our arrangement 
with the Studebaker Corporation was that a rate could 
not be increased, we could decrease it but could not 
increase it, without the permission of the Company. 
One reason for that was they wanted a low rate to meet 
General Motors and some of the other large factories, 
and, of course, we received a subsidy from the Stude- 
baker Company, so, for that reason, we were not per- 
mitted to increase rates, regardless of what might hap- 
pen. 


Retail transactions are carefully investigated by our 
several companies. Every purchase or rejection of the 
Chicago Company is reported to the Galloway Service, 
who report back immediately, if the record shows a pre- 
vious rejection or duplicate financing. 


The finance business is becoming more standardized 
as to rates, terms and credit extension, due to the splen- 
did work of the National Association of Finance Com- 
panies, resulting in more factors of safety. Mr. Hanch, 
the Secretary-Manager of that Association, has done a 
very good job for the finance companies, and I think for 
the dealers, distributors or anyone using finance service. 


Our standard terms on motor vehicles, new cars, are 
thirty-three and a third per cent (33-1/3%) down pay- 
ment, and twelve equal monthly payments on new cars; 
forty per cent (40%) down payment and twelve months’ 
time on used cars. Appliances such as radios and wash- 
ing machines are sold on a minimum down payment of 
ten per cent, twelve months’ time, with ninety per cent of 
the deferred balance advanced to the dealer. On elec- 
tric refrigerators, ten to twenty per cent down, twelve to 
eighteen months’ time, ninety per cent of the deferred 
balance is advanced to the dealer. If down payment ex- 
ceeds twenty per cent; the full amount is advanced to the 
dealer. We endeavor, however, to confine our business 
to twelve months, and paper running for a longer period 
is the exception. 

It is generally admitted that the business of financing 
is necessary and safe, if handled intelligently and con- 
servatively ; if we do not forget safety, in our interest in 
volume. 

Another phase of credit entering into the finance busi- 
ness is the financing of the finance company. Funds 
with which to operate are raised: 


1. Through Bank lines. 
2. Through Stock and Bond Issues. 


3. Through sale of collateral gold notes to banks and 
individuals. 


While the finance company finances the individual, 
dealer and distributor, and in some cases the factory, the 
company is in turn financed by the public, because our 
bonds are held pretty generally by the public, and, of 
course, we have bank lines with the leading banks of the 
country. 
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Washington Bulletin 


National Retail Credit Association 


FOREWORD 


ITH the Federal Farm Board now in active 
W operation and less and less attention being paid 

to the pending tariff bill, since it is becoming 
apparent that this situation is being handled in a more 
satisfactory way than appeared possible six months ago, 
the next legislative matter to draw the attention of busi- 
ness men will be a tax reduction measure in the regular 
session of the 71st Congress, commencing in December. 
The President is beginning to use a pruning knife wher- 
ever possible, and in particular in connection with Army 
and Navy expenditures. It should not be forgotten that 
the high rate of our military upkeep is represented in the 
very adequate way in which we take care of our sailors 
and soldiers, the cost per man being much larger than in 
that of any foreign country of size. Expenditures will, 
of course, determine the amount of a tax cut. Some agi- 
tation is noted for a sales tax to be discussed in connec- 
tion with a revenue bill, but there appears little real sen- 
timent in Washington for such a tax, and the real ques- 
tion is just where tax reduction will take place—earned 
incomes or corporation tax. Legislation in Washington, 
as most people know, is largely a matter of compromise 
and it would not surprise many of those well informed 


that there may be tax reduction in both directions—on - 


earned incomes and in connection with the corporation 
tax. 


BANKRUPTCY 


It is understood that Col. William J. Donovan, who 
was the Assistant to the Attorney General in the Coolidge 
Administration and prominently mentioned for Attorney 
General in the present Administration, is making a thor- 
ough study of the National Bankruptcy Act and its oper- 
ations at the request of several bar associations. When 
the American Bar Association meets in September at 
Memphis the subject is expected to be one of the lead- 
ing ones on the program, and from then on, and while 
Congress is in regular session, it will occupy a prominent 
position on the legislative stage. 


BANKING 


There is continued suggestion in Washington that the 
Federal Reserve Act needs some over-hauling, especially 
in the matter of brokers’ loans, and, as heretofore re- 
ported, the proposed treatment of this subject by Senator 
Glass is being given some attention. Sound banking 
circles, however, feel that insistence on larger margins 
on marginal transactions may have a strong corrective 
effect and obviate legislation, but in one way or another 
the subject still comes bobbing up again and again. Sena- 
tor King, of Utah, ranking minority member of the 
Senate Banking and Currency Committee, has announced 
that the Committee has promised to give immediate con- 


sideration, upon reconvening on August 19, to his reso- 
lution (S. Res. 71), now pending before the Committee, 
which directs a full and complete investigation and re- 
port on the reserve system and stock speculation. 


DEPARTMENT OF COMMERCE 

The Division of Domestic Commerce has issued a 
comparative statement of the causes leading to business 
failures as existing during the years 1924 and 1928. This 
statement indicates that lack of capital is the principal 
cause of failure in most instances, while incompetence 
ranks next. The unwise extension of credit is well down 
the line, being said to be responsible for only 1.3 of such 
failures. The table reads as follows: 


Lack of capital 

Incompetence 

Specific conditions ..................21.1 
Inexperience 

Competition 


Unwise credits ....................-... 1.3 
Failure of others 

Neglect 

Extravagance 

Speculation 


The Department announces that a survey will be con- 
ducted in the near future of the causes leading to the 
failures of restaurants, and Kansas City, Mo., has been 
selected as the first city in which to conduct this investi- 


gation. It is announced in this connection that the De- 
partment’s bankruptcy studies contemplate an analysis 
of the causes of failure in much greater detail than ever 
before attempted. The elimination of the chain of eco- 
nomic difficulties which affect other elements of business 
in case of failure is as much the object of the survey as 
the study of causes for the restaurant owners themselves. 


FEDERAL TRADE COMMISSION 

The Commission announces that in connection with the 
investigation it is conducting of chain stores there is in 
course of preparation a new schedule designed to be sent 
to retailers generally in order to obtain their views on 
the situation. The schedule returns received from chain 
stores and dealers are now in process of analysis and 
tabulation. 


MeEcuaAnics’ LIEN 


The Standard State Mechanics’ Lien Act Committee 
at its July meeting adopted a form of the proposed law 
which includes a provision embodying an alternative 
bonding feature. The Committee has adjourned until 
the fall when it is to submit the proposed law to the Na- 
tional Conference of Commissioners on Uniform State 
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Laws for suggestions and possible approval and then 
consider the matter further. 


COMPTROLLER GENERAL 


The General Accounting Office has made public a 
recent ruling of the Comptroller General to the effect 
that there is no authority for the permanent debarment 
of bidder for furnishing supplies to the War Depart- 
ment, but where past performance has been unsatisfac- 
tory through attempt to defraud the Government instruc- 
tions may be issued to reject all bids of such contractor 
until such time as the contractor is able to submit satis- 
factory assurances of the discontinuance of such practice. 


Recent Court Dects1ons—(Bankruptcy) 


The District Court for the Northern District of New 
York has rendered a decision in a suit filed by a Custo- 
dian of Funds to carry out a Composition in Bankruptcy 
which holds that such a Custodian must allege facts 
showing his authority to sue. The complainant sued the 
defendant on two promissory notes given by the bank- 
rupt and endorsed by the defendant, but the complaint 
did not set out the Custodian’s authority to sue and for 
this reason it was held to be insufficient. 


The Circuit Court of Appeals for the Fourth Circuit 
upheld a decision of the District Court of Maryland 
which ruled that the cash surrender value of an insur- 
ance policy is “money payable in the nature of insurance” 
within the meaning of article 83, section 8 of the Code 
of Public General Laws of Maryland, and is, therefore, 
exempt from seizure by the trustee of a bankrupt up to 
$500, the trustee being entitled, however, to all of the 
cash surrender value in excess of $500. 


The Circuit Court of Appeals for the Third Circuit 
has ruled that where a contract provides that title to 
goods shall not pass until they are received by the buyer, 
and under this contract the seller delivered the goods to 
a carrier before appointment of a receiver, the fact that 
the receiver took possession of the goods did not entitle 
the seller to the status of a preferred creditor, since the 
receiver was not exercising a right of purchase under a 
new contract but was bound to accept delivery unless the 
contract was terminated by the seller. The lower Court 
held that under the circumstances the seller became a 
general creditor, which was concurred in by the Circuit 
Court. 

The District Court for the Southern District of New 
York in a recent decision affirmed the order of a referee 
in bankruptcy which allowed a claim for refund of money 
paid to the bankrupt under a contract which was execu- 
tory, and which neither the bankrupt or his trustee had 
fulfilled. The claimant had paid $125,000 as part of a 
purchase price, and the failure of the trustee to elect to 
carry out the contract for the benefit of the bankrupt 
estate entitled the claimant to the return of his money 
with interest. The Court referred to the following quo- 
tation from another case: “Bankruptcy is a complete 
disablement from performance of a contract and the 
equivalent of an out and out repudiation, subject, of 


course, to the right of the trustee to Giffy out the con- 
tract for the benefit of the bankrupt estate.” 

The District Court for the Southern District of Illi- 
nois has handed down a decision which holds that a trus- 
tee in bankruptcy cannot administer property of a bank- 
rupt which is encumbered by mortgages which equal or 
exceed the value thereof unless the consent of the mort- 
gagees are received. The Trustee had been given per- 
mission by the Referee to sell the property, over the pro- 
test of the mortgagees, who requested to be permitted to 
foreclose their trust deeds in the State Court. The ruling 
of the Court reversed the decision of the Referee. 





Using Fall Merchandise Events to 
Stimulate Charge-Account 


Business 
By DANIEL J. HANNEFIN 
Better Letter Counselor, St. Louis. 

It’s not too early now to begin planning your part in 
the Fall Merchandising Campaign ! 

Forget the heat and welter of midsummer! Look 
ahead a few weeks. Fall—the greatest selling season of 
the year is just around the corner! 

And the up-to-date credit department—alive always to 
its possibilities—recognizes this season as an account- 
building opportunity—a fertile field for “account-promo- 
tion” letters. 

The stage is set for you: On one hand—a store full 
of new merchandise—new styles, new fabrics, a new sea- 
son. On the other hand, your customers and those who 
ought to be your customers, returning to their homes with 
new plans and new desires—new wants to be filled. 

Make your letter plans now. Make up a list of your 
inactive customers. Ask them to come back into the fold. 
Invite them in to see the new fall merchandise. 

And if you haven’t a prospect list, that is a list of every 
person in your community who should be a customer of 
yours, build one now. - 

Then use your new fall merchandise as a lure for these 
prospects! While stocks are complete and the store is 
looking its best, try to sign them up as regular customers. 

“But, how are we going to get the names of pros- 
pects?” you'll probably ask. 

There are many different sources to draw on for pros- 
pect lists—so many in fact that we’re devoting more 
space in this issue to the subject. 

Now, turn to the next page, please, for definite sug- 
gestions for account-building letters capitalizing the Fall 
appeal. 

SOME LETTER SUGGESTIONS FOR FALL 

MEN’S STORES (or Men’s Departments) 

The new fall suits are here—ready for your inspec- 
tion. 

(Put in a brief paragraph of description and price ranges here.) 


This is a double invitation : 


1. Come in and make your selection now— 
before the public announcement. 
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2. While you're here, bring this letter up to 
the Credit Office. 
charge account for your convenience. 

Will you ask for me? Thanks! 


Sincerely, 


We'd like to arrange a 


SHOE STORES (or Shoe Departments) 


After you’ve chosen your new fall suit—look at your 
shoes! A new suit deserves a new pair of shoes—it 
won't look its best without ’em! 

Come in and see the new fall footwear, make your 
selection and charge your purchase if you like. We'd be 
glad to arrange a charge account for you. 


Sincerely, 


WOMEN’S APPAREL 


Autumn is on its way—and the new autumn clothes 
are here—new styles, new fabrics—new colors, in a vari- 
ety that will enchant you. 

For instance, (list here lines you want to feature). 

You are invited to an advancé showing of Fall styles 
Nine- 
This invitation is being sent to our regular cus- 
tomers and to a select list of those we’d like to have as 
regular customers. 


in the Main Salon—Thursday, September 


teenth. 


So you are invited, too, to open a charge account with 


us. Your name would be a welcome addition to our list 
of charge-account patrons. 


Sincerely, 


Good Collections Depend Upon Good 
Letters 


How many letters fail to register for the simple rea- 
son that the writer did not visualize the customer to whom 
he was writing, and the conditions under which his letter 
would be read? Of course we cannot write a letter that 
will always be ideally suited to every reader, because we 
do not know who all our readers will be, especially if 
our letter is going out by the thousands. But in a gen- 
eral way we can picture the scene when the letter arrives, 
and build our opening accordingly. 


Commonplace, unimaginative opening paragraphs are 
all too frequent. And they are so easily remedied. A 
slight twist in the wording—a fresh way of saying the 
same old thing—will many times change failure into suc- 
cess. 

Realizing this the National Retail Credit Assn. ar- 
ranged a better letter service and engaged an expert to 
handle this department. Members desiring to take ad- 
vantage of this service which brings to them new ideas 
and new thoughts on letter writing every month should 
write the Better Letter Service of the National Retail 
Credit Association, St. Louis. 
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Safeguarding Retail Credit 
(Continued from page 16) 


should use all possible means to protect the accounts 
receivable for which he is ultimately responsible. 

The better results obtained the more the profession 
will be thought of, as well as the individual who is re- 
sponsible for results. 


NEW ACCOUNTS 


8. Taking the While it is true the customer may 
Application: be made to feel as if he were being 
put through the “Third Degree” yet 
if the customer is handled properly all the desired credit 
information may be obtained when an account is being 
opened. The form generally used by the most progres- 
sive houses is so comprehensive, that a resume along 
these lines seems needless, but it should be borne in mind 
that if Mr. and Mrs. are separated, Mrs. will not always 
say so, and if there has been any unsatisfactory experi- 
ence with some other store it will not always be revealed, 
but these facts can be readily determined by judicious 
questioning and by proper investigation. 

There is one point, however, that I would like to bring 
out—that is, that proper emphasis should be placed upon 
Credit Terms when the application is being taken, if 
the applicant has other accounts, it has undoubtedly been 
called to his attention before, but if reiterated and told 
in the proper manner and sufficient importance given 
to this phase of the situation it will have some bearing 
upon the future conduct of the account. 


9. Proper Sometimes either because of incom- 

Limitations: plete information obtained at the time 

the account was opened or for other 

reasons, a limit either too low or too high may be placed 
upon the account. 

If when an invitation is sent to a new customer on 
which a small limit is placed and the customer purchases 
a fur coat or makes some other purchase of a large 
amount which is in excess of the limit placed on it it 
causes a situation calling for extreme diplomacy espe- 
cially if it is a “take with.” 

However, the account must be protected for control 
and against over-buying until some experience has been 
developed and it is much easier to raise the limit than to 
lower it. 


10. Approving In many cases where a new account 
Charges is opened, the customer may make a 
on New purchase the same day and it may be 


Accounts: a “take with.” 


If the person taking the application 
can obtain enough information and all derogatory files 
are kept intact, and if the proper credit data is kept up 
to date, there is a 95% reason for extending an invita- 
tion for asking the Credit applicant to make use of the 
account while in the store, because most of the large 


stores will not decline more than 4% or 5% of their 
new applications for an account. 

When the new application has been taken and you 
wish to keep a record of purchases made, etc., make a 
3x5 card of the name and address, send it to a pending 
file in the refer department and place a limit as to the 
amount that can be passed pending the sending of the 
invitation, having the person responsible for the charges 
write in pencil, the date, amount of purchase, together 
with their signature, so that when the card is picked up 
after an invitation is sent the Credit Manager knows 
the exact status of the account. 


This same 3x5 card can also be placed in a calendar 
file and dated 30 days ahead—then sent to the Book- 
keeping Department for checking so that the amount 
purchased during the 30 day period or the inactivity of 
the account may be observed and acted upon accordingly. 


11. Special If an application is taken for a new 
Reports: account and there is no previous expe- 
rience with other stores, it is always 
advisable to obtain a special report using an agency that 
has a reputation for furnishing prompt and accurate re- 
ports. If the account for some reason becomes exces- 
sively high or long overdue and there has been no pre- 
vious special report obtained, steps should be taken to 
secure one immediately. It is never possible to obtain 
too much information about an account; the more you 
have the better the account can be handled both from a 
credit as well as a collection point of view. 


12. Declining Regardless of the fact that other 

the Account: stores may report an account slow 

pay when information is being de- 

veloped in connection with a new account, some stores 

will open the account if there is indicated responsibility, 

sending a letter along with the invitation in the hope that 
the account may develép into a desirable one. 

If it is necessary however to decline the account be- 
cause of derogatory information tell the customer why, 
courteously but frankly. In some instances you may 
help some other store collect a past due indebtedness, 
or even create a cash customer for the store. 


VOLUME 
13. Volume One of the major problems the 
Increase: Credit Manager must solve is that of 


increasing the volume of charge busi- 
ness over a previous indicated period. One method is 
that of soliciting new accounts using the usual Credit 
References Books and like media, but for some reason 
many stores seem to all pick out the same period of the 
year to do this solicitation, with the results that I have 
personally received as many as 20 letters in one month 
soliciting my charge business. If a period is picked to 
do solicitation somewhat different than is now used 
there is no doubt but what the results would be more 
effective. 
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Another method that is used effec- 
tively to increase volume is that of re- 
viving inactive accounts. 

I have found the following method 
to be very good: Head up a bill for each paid up de- 
sirable account and if at the end of the month no pur- 
chases have been made, have a letter multigraphed on 
the bill head and send same to customer, in an open 
faced envelope; if no purchases are made the following 
month then make up a statement in duplicate. Have 
a letter written on the statement form, retaining the 
duplicate for checking purposes. Each bookkeeper to 
retain the duplicate statements according to the ledgers 
she handles; as purchases are made pull the statement 
and put on it the amount of purchase. This gives you 
a check for both the number of accounts revived, as 
well as the amount of the first purchase. 

On the third month letters may be sent on letter heads 
using the unpulled statements for a list of names and ad- 
dresses so the duplicate statements may be retained and 
used for further checking. 


14. Reviving 
Inactive 
Accounts: 


15. Classifying 
Department 
Buying: 


Classify your charge accounts into 
a number of major classifications di- 
viding them according to the number 
of large price departments in the 
store using numerals such as 1-2-3-4-5 etc., in order to 
separate your departments. 

List your names and addresses on a large sheet of 
paper and alongside list the numbers of departments or 


department the customers use ; to those that are not using. 


all the departments write a letter either mentioning de- 
partments not used, but endeavor to get the customer to 
shop more generally in the different departments. (Space 
will not permit of further detail but this method will 
undoubtedly increase volume of sales.) 


16. Keeping 
Losses 
At A 


Minimum: 


Regardless of the amount of busi- 
ness increase, by whatever method 
used, the losses are not supposed to 
exceed a certain figure, many stores 
using as a basis % of 1% for a six 
months fiscal period. 

Different methods are used to arrive at this figure; 
some take the total amount of their charge off and deduct 
from this any collections made during the previous six 
months on previous items charged to P & L from this 
total and the net figure is taken as the charge off, others 
do not deduct the amounts collected on previous P & L 
items. 

Some include all items sent to an attorney or collection 
agency and charge them off regardless of the possibility 
of collection figuring upon a larger amount to deduct 
later as a P & L collection, others do not do so. But 
whatever the method used, losses must be kept to a mini- 
mum and whether collections are handled by the Credit 
Manager or by some other person or department it is 
one of the big problems in credit extension particularly 
as most stores have the balanced account that has been 


a 


handled for collection referred to the Credit Manager 
for review with the possibility of reopening the account 
for further use by the customer. 





The Visionar 
(Continued from page 18) y 
On Familiar Territory 

Your National Retail Credit Association significantly 
changed its motto some time ago from merely the date 
of its organization to “Character.” Why did it do that? 
For the reason, I presume, that its leaders realize that 
business is founded on that mutuality of confidence be- 
tween merchant and public, without which the entire 
commercial system becomes a veritable house of cards. 

St. Louis and Washington, D. C., are synonymous in 
the realm of business. Both are in reality the seat of 
law and government in their particular spheres. A Na- 
tional Credit Association is indispensable in view of the 
gigantic proportions which retail credit has assumed to- 
day. A nation without adequate laws is nefarious; so 
with commerce; and credit exploited by selfishness and 
greed is a menace to progress and prosperity. Regu- 
lated and controlled, it is beneficent and economically 
sound, but not otherwise. It is a good servant indeed, 
but a tyrannical master. The paramount duty and func- 
tion of St. Louis is to teach this—proclaim it from the 
housetops. 


The Melting Pot at Work 


“You have of course heard of the Consumers’ League. 
What do you think of the idea?” I asked. 

“Frankly,” replied our friend, “I know but little of 
it, and hardly considered it or its supporters entitled 
to serious consideration. I understand one of the tenets 
is that credit should be a kind of ‘free for all’—some- 
thing to be had simply upon request, without knowledge 
or investigation of the applicant. If that is so, it is, to 
say the least, a misnomer and will die an unnatural 
death. Philanthropy and business are insoluble, and 
cannot be anything else.” 

“In the light of this theory, how about the adage that 
98% of the public is honest?” I inquired. 

“That,” said our friend, “is a broad statement to 
which I cannot subscribe. Honesty is a relative term, 
and must always be considered as such. True, it is the 
best policy, but I refuse to believe that two and a half 
millions of our country’s population are crooks and 
thieves, and are, or should be, in the penitentiaries ; for- 
tunately that is untrue. Honesty and honor are identical, 
but often suffer divorce. By no law of reasoning and 
experience is everyone entitled to credit. Untold thou- 
sands of ‘honest’ people are positively incapable of man- 
aging their own affairs, and whose conception of honor 
is one upon which no successful enterprise could be con- 
ducted. A sane parent does not give his child a razor 
for a toy. Similarly, we do an injustice by extending 
credit to those who fail, either by ignorance or design, 
to realize the reverence for and the dignity of an obli- 
gation. The honesty of a debtor is questionable when 
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he fails in an agreement, and he needs to be taught 
some elementary truths.” 


The Bane and the Antidote 


“This insatiable quest for volume for volume’s sake 
at the expense of mutual confidence is a fallacy,” con- 
tinued our friend. “It breeds distrust, and the credit 
structure is shaken as if by an earthquake. You recall 
the Anglo-Saxon king who succumbed as the result of 
a surfeit of lampreys. History often repeats itself, and 
your King Credit may not be immune. The devil at- 
tacks the fort in the most vulnerable spot, and an enemy 
within the camp is far worse than one outside.” 

“Granted,” I remarked, “for the sake of argument, 
that your strictures are well-founded. 
suggest as a remedy? 


What would you 
Your insight is pessimistic, and 
to be of value it should be constructive.” 

“Effective remedies,” said our friend, “are the result 
of proper diagnosis, and I am neither physician or effi- 
ciency expert. It occurs to me, however, that grave dan- 
ger lies in the present system, or lack of it, in the ex- 
tension of credit. Is it not true that credit is sought 
today not so much for the accommodation and service 
it affords, but through sheer necessity and failure on 
the part of the applicant to make ends meet? Has not 
the modern merchant assumed the role of financier for 
the speculations of his customers on the stock and bond 
market ? 

“Admitted that credit has raised the standard of 
American living, but even this has its limitations, and 
is governed by the earning capacity of the people. It 
appears to me that that limit has been exceeded in a 
multitude of instances, and wanton extravagance is evi- 
dent. It is superfluous for me to remind you of this: 
you credit men know it already. The question of para- 
mount importance is whether or not mass production 
and consumption tends to a better civilization—in the 
highest and best sense of the word. I believe that a 
tremendous responsibility rests upon the shoulders of 
credit men in moulding and directing the moral and 
economic forces of our nation, and your prerogative is 
to discern that thin line which divides unwise conserva- 
tism from unsound liberality. 
you. 


No easy task, I assure 
The statement that there is no cause for unrest 


because savings bank deposits are greatly on the increase 
and that the life of the population or a majority of it, is 
insured for an enormous sum, are a safety valve, will 
bear analysis. These are assets, it is true, but only liquify 


under compulsion or at death. By that I mean they do 
not solve the immediate problem of gigantic frozen re- 
sources in the shape of accounts receivable. 

“The remedy you request is not easily defined in a 
few sentences, but there is a way out, and it will be re- 
vealed only as the result of a long and perhaps tedious 
process of EDUCATION by specialists in economics 
and sociology. By this I do not imply that the college 
professor will assume leadership; he will not, but his 
assistance is invaluable. From the ranks of intelligent, 
alert credit executives, aided by the guidance of St. 


Louis (again as a symbol), there will emanate text- 
books and lecture courses for the rising generation in- 
structing them in the ethics of business, the supreme 
value of character as an asset, and allied themes. That 
is the ultimate solution, but its realization will be gradual, 
and it will hardly keep pace with the fast rate at which 
modern society is traveling.” 


Government by, of, and for the People 

“In the meantime, credit will become both legitimately 
and logically a CIVIC MATTER—let us say a matter 
of civic pride. Just as an officer or an electric sign 
post controls and regulates street traffic, thereby mini- 
mizing danger and reducing the number of accidents, so 
will merchant and credit executives, both as citizens, use 
the ‘stop and go’ signs in concert with the masses in 
preventing overbuying and pyramiding of accounts with 
attendant loss and eventual bankruptcy. Civic interest 
will go further and enlist all large employers of labor, 
such as railroads, factories, and distributing plants in 
a movement to urge prompt payment of obligations on 
the part of every employee, even to the point of dis- 
cretionary compulsion. There is nothing Utopian or 
even original in such an idea. Reverse the process for 
the sake of agrument and ask how long would an em- 
ployee tolerate irregularity in payment of his salary by 
his employer. What is sauce for the goose is sauce for 
the gander, and why not? 

“When such a plan is favored by the Federal Govern- 
ment, and already successfully operated by some great 
organizations, why should it not become general in mu- 
nicipalities in the interest of better business conditions ? 
I see no obstacle except the charge of magnate against 
credit that we hold in our closet the skeleton of unwise 
extension of credit to those wage-earners whose will- 
power and moral fiber was insufficiently strong to resist 
the temptation to ‘charge it.’ 

“It is your duty to see that no such sin is laid at your 
door, and that between credit and discredit there is for- 
ever a great gulf fixéd.” 

The setting sun in golden glow and the lengthening 
shadows terminated our discussion, and with prospect 
of resumption in the near future, we wended our way to 
the lowlands and point of divergence, my friend and I. 
A visionary, an idle dreamer of things existing only in 
the imagination, an impractical schemer ? 

To the blasé and complacent, yes, but to the thought- 
ful and more sober-minded, a vade mecum, a thinker— 
such are the salt of the earth. 








POSITION WANTED 


By man with Accounting experience, Credits, Col- 
lections, Claims and Adjustments. Can handle 
heavy job, several years detail office experience. 
Handle the public well, g00d mixer. Now employed 
as Credit Manager, having charge of Accounts 
Receivable and the Correspondence. Address Box 
L, the Credit World. 























